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In this issue: The Southern Market for Housewares, Page 49 


In gardening...and selling to gardeners 


nothing succeeds like a Green Thumb 


In more and more hardware stores, the featured tools are trimmed in garden 
green and their brand name is “Green Thumb”. Why? Because home garden- 
ing, today, is tremendous business—and no name has such attraction and 
acceptance with home gardeners as Green Thumb. /t means success. It sells 
top quality garden tools with clean, clear white ash handles. It sells them 
faster—and at top profit. THE UNION FORK & HOE COMPANY, COLUMBUS, OHIO 





“GOING 
T0 
THE 

DOGS” 


pispLaY HODELL DOG CHAINS For your snare 


In every community... on the farm, in the suburb or in the city 
... the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you've got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 


Hodell Catalog. 
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Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then... display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 


metal handles also available. 
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HODELL CHAIN COMPANY, Cleveland 3, Ohic 
Division of The National Screw & Mfg. Co. 
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“We know these nails 





are quality nails” 


“There és a difference in nails, and we're convinced that it pays 
to use quality nails. That's why we always try to get Bethlehem 
nails, made right here in this country. 

“Bethlehem nails don’t wince every time they're smacked by 
a hammer. Their heads are true, their points are sharp and clean.” 

It's true that Bethlehem feels a responsibility to maintain 
quality. And that applies not only to nails but also to staples, 
barbed wire, farm fence, fence posts and other Bethlehem prod- 
ucts that you can profitably handle. 

Bethlehem nails are now packaged in new, attractive 50-lb 
cartons as well as the 100-lb units. They are available in a complete 
range of sizes, styles and finishes—bright, blued, cement-coated, 
galvanized. We carry large stocks of these nails and can make 
prompt deliveries on all items. A phone call or note to our nearest 


office will bring you any specific information you want. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA 
On the Pacific Coast Bethlehem products ore sold by 


Bethlehem Pacific Coast Stee! Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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GREENLEE 
ZIP BIT 


with exclusive nonslip hex shank 


THE GREATEST VALUE IN SPADE-TYPE 
ELECTRIC DRILL BITS... PRICED TO SELL AT 
60¢, 6G5¢, and 7O¢. Your customers will be quick to 
see and buy the extra value, the extra features that only the 
GREENLEE ZIP BIT can give them: 





@ Hex shank gives positive, non- @ Cutting edges easily resharp- 
slip drive... added strength ened by filing or grinding 

@ Hex shank chucks quickly, @ Entire ZIP BIT heat-treated, 
accurately in any 1/4” or larger tempered for long life 
electric drill 


@ ZIP BIT bores in any wood, any angle, any speed 


packed with consumer buy appeal 


Choice of sets in permanent metal storage rack or plastic roll. Also 
individually carded. Metal rack sets are packaged in colorful display 
carton with clear acetate cover. 





6-piece Z4P BIT set | ll-piece Z/P BIT set | 6-pieceZ/P BIT set 
in metal rack in metal rack in plastic roll 


No. 33M-6 . . . contains six No. 33M-11 ... contains 11 No. 33R-6 . . . contains six 
ZIP BITS .. . one each, 3/8”, ZIP BITS ... one each 3/8”, ZIP BITS .. . one each 3/8”, 
ea, wes Gite fies 7/16", 1/2°, 9/16", 5/8", se, Se, o/ 4, 7/0", 1". 


oe 1 16", 3/4”, 13/16", 7/8", 
saeco 5 *s. $715 $390 


List price: 


for, electric dritie 1/4" and targer 











List price: List price: 
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OPEN STOCK...ALL SIZES INDIVIDUALLY CARDED...NO. 33 





SIZE 1 a|s 16"/3 8") 7/16" 11/2719 16"|5 8”) 11/16"13 a"}i9 16”| 7/8"| 15/16") 1” 
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ORDER NOW FROM YOUR WHOLESALER 


GREENLEE TOOL CoO. 


1830 Herbert Avenue, Rockford, Illinois 
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What does the 
WHOLESALER or RETAILER 


expect of a 


PRODUCT HE CARRIES? 


ay 


That it comes from a reliable company. 
That it has a good market and sales volume. 
That it is soundly priced and profitable. 


That the customer can count on it to function 
as promised. 
That the manufacturer stands behind it. 


SOUTHWESTERN PLASTIC PIPE qualifies as “top- 
notch” merchandise on every count. With SOUTH- 
WESTERN, you deal with a pioneer in the plastic 
pipe industry, backed by 50 years’ experience in 
making pipe. 

SOUTHWESTERN PLASTIC PIPE has proven itself a 
sales builder and profit maker! Dependable, field- 
proven quality is assured in every foot of SOUTH- 
WESTERWN’S complete line of plastic pipe. And, as a 
“complete line” house, you will see your profits grow 
with more sales to home owners, plumbers, builders 
and farmers, because with SOUTHWESTERN, you 
become the trade’s one-stop supplier for these and 
many more pipe requirements: 


@ Stock and poultry watering lines 

@ Underground lawn-sprinkler systems 
@ Fresh water lines 

e@ Swimming pool supply and drain lines 
e Water well casing 

e Air-conditioning tubing 

@ Electrical conduit 

@ Farm irrigation systems 

e Sewage drain lines 


FAST, RELIABLE SHIPMENTS from SOUTHWESTERN’S con- 
veniently located warehouse points will keep your stock 
bins filled, and help you build customer satisfaction. 


For complete information, phone or write for the name of 
SOUTHWESTERN’S Sales Representative in your area. 
EF 


4 


Southwestern \) 
ad Oe | OU od | od 0 01 OB 


P.O. Box 117 * Mineral Wells, Texas Phone FA 65-3344 


Swe-t7 
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BUSINESS TRENDS 


Business Outlook— Economists viewing 1959 are more optimistic than pre-year 
forecasts. For one thing, new car sales are moving better than expected and 
may approach the record 7.2 million in 1955. Good car sales generally mean that 
business is good all around. Incomes are higher, one reason for better auto 
sales, and individual debt is generally lower allowing families to be in the 
market for more goods. A steel strike is the only big cloud on the economic 
picture. At the present the economic outlook for 1959 is highly optimistic. 


Rapid Recovery— General business conditions show that the rapid recovery from 
the recession continues. The gross national product in the last quarter of 
1958 probably exceeded the record annual rate of 446 billion dollars reached in 
the third quarter of 1957. A large part of the improvement was noted because 
automobile sales increased as more of the new models became available to public. 


Consumer Income— Consumer incomes in November reached an annual rate of 360 

billion dollars, up 24 billion from October. Personal income dropped slightly 
between September and October as industrial disputes reduced wages and salary 
payments. Gains between October and November reflected higher average weekly 
earnings of factory workers as well as improvements in employment. Unemployment 
benefit payments showed a slight decline. Proprietors’ dividends and interest 
income were unchanged. 


Construction— Outlays for new construction continued the uptrend since May and 
totaled 4,346 million dollars, up 2 percent from October and 4 percent above a 

year ago. Biggest gains were for private nonfarm residential dwellings and 

highways. New private housing starts on an annual rate basis totaled 1,330,000 

in November, the highest since June 1955, compared with 1,260,000 in October and 

about a million a year earlier. Construction outlays in 1959 are expected to 

total 52 billion dollars, 7 percent above the 48.8 billion dollars indicated for 

1958. Private construction outlays, led by residential building, are expected 

to be up 4 percent. 


New Homes— Outlays for private residential building are expected to rise about 

10 percent, from 17.7 billion dollars in 1958 to 19.5 billion dollars in 1959. 
The outlook is for approximately 1.2 million new nonfarm dwellings in 1959, a 
little more than in 1958. Mortgage terms will probably be less favorable in 1959 
than in 1958, as builders use up the relatively large volume of 1958 commitments 
for moderate cost houses with government backed mortgages. 


Unemployment Down— The rise in employment since last spring has been less than 

the recovery in industrial production, or national output and income. Civilian 
employment at 64.7 million in November declined less than the usual seasonal 
amount from October, but it was still 220,000 below a year earlier. 


Manufacturers Sales—Sales and new orders continued to rise in October. Sales 

of manufacturers totaled 27.3 billion dollars in October, up 9.3 percent from 
the low of 24.9 billion in April, but sales were below a year ago, about 2.8 
percent. New orders also rose in October to 27.9 billion dollars, up 3 percent 
from September and 16 percent from the February lows of last year. 


(See page 28 for current report on wholesale hardware sales.) 
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HARPER'S WEEKLY—JUNE 6, 1857 


snen-ner Chain... A Vital Link 
In America’s Progress Since 1864 


In 1857—when Kansas was still a territory—and the Governor's 


“Mansion” was an overgrown log cabin—Nixdorff-Krein* had 
already been manufacturing chain in St. Louis for three years. 
The American scene has changed radically since 1857—but one 
thing remains constant—the undeviating quality of Nixdorff- 


Krein* chain. 


rircoia NIXDORFF-KREIN’ MANUFACTURING CO. 


_KREIN | 916 HOWARD STREET - ST. LOUIS 6, MISSOURI 


ita ta Talat 


TST? 


*KREIN rhymes with FINE 


WELDED AND WELDLESS CHAINS/CHAIN ASSEMBLIES CHAIN SPECIALTIES WAGON AND TRUCK HARDWARE 


SOUTHERN HARDWARE for FEBRUARY, 1959 For more information use Handy Return Card, Page 101 6 








Exclusive off-center cover handle on this 
Cream City refuse can prevents jam- 
ming or sticking. A real sales feature! 


CREAM CITY WARE 


...complete line, priced to sell! 


Cream City ware is a top seller across the country. Customers recognize the name; appreciate 
the modern design, sturdy construction, long life under hard use. And Cream City is now 
produced by J&L, a major integrated steel company, with complete quality control from 
ore to finished ware. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 


Lebanon, Indiana 


STEEL 
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In the kit of the skilled mechanic or the enthusiastic home craftsman, 

tools bearing the famous DIAMOND trademarks indicate the discerning workman . . 
one who appreciates and enjoys using the finest. 

DIAMOND Tools are made by makers of fine forgings for fifty years. 


Sold by your favorite hardware store or dealer. 


“There is nothing finer than a DIAMOND” DIAMOND 
® 


DIAMOND TOOL and Horseshoe Cr DULUTH, MINNESOTA « TORONTO, ONTARIO 





PUSH- 
BUTTON 
GARDEN 
PROTECTION 


Simply press down the button on a Hayes garden hose 
sprayer to start spraying garden chemicals. It's the quick, 
easy way to control insect pests that eat into leaves and 
flowers, sap plant vitality and damage your garden. 

The Hayes mixes, proportions and applies spray mate- \ 
rials automatically—using the water power from your} 
garden hose. No heavy tank to carry around, no tiresome 
pumping. Hayes spray guns are approved for efficiency 
by leading manufacturers of garden chemicals—recom- 
mended by garden authorities everywhere. Available at 
nursery and hardware dealers. 


HAYES GARDEN SPRAYERS: For insecticides, fungicides, crabgrass killers, fly, ant 
control. In 14, 3, 4,6 and 12 gal. sizes. From $2.95. HAYES LAWN SPRAYERS: For lia 


lawn moth solutions, fungicides, weed killers, herbicides. etc. In three handy m« stein. Fr 


Write for Free booklet on garden & lawn care. HAYES SPRAY GUN CO.—World’s largest manatee. 


turer of garden hose sprayers. 98 No. San Gabriel Bivd., Pasadena, Calif. 


These Hayes Color Ads pius Hayes 


PUSH-BUTTON 


—from sales of spray guns 


Hayes advertising for 1959 pre-sells the 
gardening public in their homes. 

Hayes new merchandising aids help 
you close more sales — more quickly —in 
your place of business. 

Hayes advertising and merchandising 
aids are bound to make more money for 
you because they lead to sales of both 
spray guns and garden chemicals. For, 


Hayes color ads appear in 
all these top magazines 


ro — 
pc ry gh bare 
GARDEN ipEAs © 


as @ Prac ical cai r 


: 


yr» LA 
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Puts the complete Hayes line 
in full view! Informative tags 
make it easy for customers 
to examine and select the 
sprayers they need. Saves 
time of store personnel, too. 
A Whittier, Calif. dealer re- 
ports: “We have sold more 
Hayes guns since setting up 
your rack 3 months ago than 
in previous 4% years.” 

Size: 24” x 48”. Sets up by 
merely inserting legs in stand 
and guns in brackets. Avail- 
able on self-liquidating plan. 


NEW Hayes Flower & Garden Films 


Available on loan free of charge to garden clubs and 
other organizations. 16mm with narration and music 
background. Now ten subjects including travelogues and 
educational films (running time: 442 to 30 minutes) 
Write for descriptive folder. 


i 


El Tx! 
vel 
al 


S 
(one | 
li 








plus NEW full-color consumer folders, catalog 
sheets, ad mats, broadcast commercials—FREE 
to dealers on request. 
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Merchandising Aids—help you get 


PROFITS. 


and garden chemicals 


— 


every time you sell a Hayes Spray Gun, 
you are putting into the hands of your 
customer the finest equipment available 
to do an effective spraying job—with the 
garden chemicals he buys from you. In 
this way, you are helping him to get 
better, more satisfying results...paving 
the way for “repeat” sales of garden 
chemicals and all other garden items. 








HORTIC 


Shows actual operation of 
Hayes guns including mixing, 
proportioning and efficient 
application that assure effec- 
tive control of insect pests. 
One of America’s largest de- 
partment stores says: “Your 
demonstration tank in our 
garden department increased 
sprayer sales 300% in one 
week's time!” 

This unit is compact—en- 
tirely self-contained. No out- 
side water connection neces- j 
sary. Size 28” long, 14” wide. ind 


Order now for Spring requirements 


Hayes 


Spray Gun Company 
World’s largest manufacturer of garden hose sprayers 
98 North San Gabriel Boulevard, Pasadena, California 


PUSH- 
BUTTON 
LAWN 
PROTECTION 


with a Hayes sora 


Use the simple thumb-touch control on a Hayes Lawn 
Sprayer to start spraying lawn chemicals. It's the quick, 
easy way to “green up”’ your lawn. And—kill destructive 2 
lawn and soil pests. So 
The Hayes mixes, proportions and applies spray mate- NA 
rials automatically—using the water power from your WY 
garden hose. You get accuracy in spray mixture, uniform WW 
distribution ...more efficient application than with any < Sh 
other type of lawn sprayer. Hayes spray guns are 
approved by leading manufacturers of garden and lawn 
chemicals. Available at nursery and hardware dealers. 


of the Bugs” 


HAYES LAWN SPRAYERS, For liquid fertilizers, lawn moth solutions, fungicides, weed killers, herbi- 
cides, etc. In three handy models. From $2.95. HAYES GARDEN SPRAYERS: For insecticides, 
fungicides, crabgrass killers, fly, ant, termite control. in 14%, 3, 4, 6 and 12 gal. sizes. From $2.95. 
Write for Free booklet on garden and lawn care—HAYES SPRAY GUN COMPANY. World's largest 
manufacturer of garden hose sprayers. 98 No. San Gabriel Bivd., Pasadena, Calif. 


SOUTHERN HARDWARE for FEBRUARY, 1959 For more information use Handy Return Card, Page 101 





NOW — with THE MOST COMPLETE LINE-UP IN THE INDUSTRY 


; 


REEL PROFIT OPPORTUNITIES 
FOR TACKLE DEALERS 





No. 1797. New Heavy Duty Wonder- 
Cast with double stopping power, full- 
circle micro-drag, and smooth level- 
wind operation. With approx. 90 yds. 
12-Ib. line installed $24.95 





No. 1928. New golden bronze Direct 
Drive bait casting reel with famous 
L.Q.T. (Lighter, Quieter, Tougher) nylon 
gears. Cap. 100 yds. 15-ib. test (50 yds. 
with arbor) $13.50 


(Other bait casting reels from $5.95) 


Greatest Ever! 


Shakespeare reels have accounted 
for an important share of the 
average sporting goods dealer’s 
profits for over six decades. The 
reason is obvious: There’s no 
match for Shakespeare’s dynamic 
leadership in style, craftsmanship, 
and product preference. 

Now Shakespeare offers you a 
brand new line of salt water spin- 
ning reels, new level-wind push- 
button reels, plus the ever-popular 
Shakespeare fly, spinning, and 
bait-casting reels...to give you 
the industry’s most complete line- 
up for reel sales and profits. This 
year more than ever, “It pays to 
concentrate on Shakespeare.” 


BACKED BY THE BIGGEST 
ADVERTISING CAMPAIGN 
IN TACKLE INDUSTRY 


Network TV @ Life © Esquire @ Field & 
Stream @ Outdoor Life © Sports Afield e 
Sports Illustrated @ Porade @ Argosy @ 
Family Weekly @ Popular Science © Fur, 
Fish & Game @ Science and Mechanics 
® Mechanix Illustrated ¢ Popular Mechanics 
© Farm Journal @ Boys’ Life ¢ Senior Scho- 


lastic © Sport © Saga © True 





No. 1944M. Specially designed for 
trolling or casting with monofilament. 
Sturdy 3-unit brass-frame. Heavily 
chromed. Star drag. Cap. 225 yds. 15- 
ib. monofilament $19. 


(Other service reels from $18.00) 
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No. 2080. Powerful Sea 

Wonder spinning reel, for top 
performance in fresh and salt 

water. Cap. 250 yds. 12-ib. line $39.95 
(No. 2090 ; Cap. 250 yds. 20-/b. line , $45.00) 





No. 1836. Tru-arT Deluxe Automatic 
fly reel. Bronze! Safety button lock pre- 
vents accidental line pickup. Cap. 80 
yds. “G" line, 34 yds. “D” line. .$15.00 


(Other fly reels from $7.50) 








No. 1870. Deluxe Spin-Wonderee!/. Sporty, 
level-wind reel for under-the-rod spin- 
ning. All the features of Shakespeare 
push-button reels for those who prefer 
under-the-rod position. With approx. 
100 yds. 6-Ib. fine....... $24.95 
(Other under-the-rod spinning 

reels from $16.50) 


Shakespeare 


FINE FISHING 


TACKLE 


“SEND. FOR ILLUSTRATED PRICE LIST 


» KES! COMPANY, DEPT. SH-2 KALAMAZOO, MICH. 
e send me a copy of the 1959 Illustrated Price List. 

















INDUSTRY NEWS 


Tim McAllister Retires 


By Ralph Kirby 
Editor 


T. W. MCALLISTER, long-time 
first vice-president of W. R. C. 
Smith Publishing Co. and editorial 
director of SOUTHERN HARDWARE 
magazine and other Smith com- 
pany publications, has_ retired 
from the company, effective De- 
cember 31, after an association of 
nearly 42 years with the Atlanta 
firm. 

One of the most widely-known 
men in the hardware industry, Mr. 
McAllister, known more simply as 
Tim or Mac to a small army of 
friends, also served for over 25 
years as managing director of the 
Southern Wholesale Hardware As- 
sociation until resigning from that 
position in 1958. 


Provides Leadership 


A keen student of retail mer- 
chandising and of wholesaling op- 
erations, Mr. McAllister, during 
the course of his career, was recog- 
nized as an authority in those 
fields. His continuing study of 
market trends helped to open up 
new sales possibilities for both 
levels of the trade. One notable ex- 
ample of this was his leadership in 
establishing the importance of 
sporting goods as a major line for 
both wholesalers and retailers. 

It was, in fact, his experience in 
the hardware business which led 
him into the publishing field. In 
1917, after five years’ experience in 
operating his own hardware busi- 
ness, Mr. McAllister was brought 
to Atlanta to make over into a 
hardware publication an old trade 
paper, “The Tradesman,” which 
had just been bought by W. R. C. 
Smith Publishing Co. 

Named “Southern Hardware & 
Implement Journal’ — later 


changed to SOUTHERN HARDWARE 
—the magazine got off to a fast 
start, with the result that a little 
later Mr. McAllister was given the 
added responsibility of launching 
and editing another merchandis- 
ing publication, “Southern Auto- 
motive: Journal.” Other company 
publications were soon placed un- 
der his editorial supervision 
These included “Electrical South;” 
still later an aviation trade paper; 
and in 1946, “Southern Building 
Supplies.” 

Mr. McAllister has particular re- 
membrance of the depression years 
of the early 30’s. In common with 
other business enterprises, the 
publishing company went through 
some lean times. For a while dur- 
ing this period his entire editorial 
staff on four magazines consisted of 
two assistant editors and a typist. 

It was during this period that 
Mr. McAllister began what was to 
be one of his most significant con- 
tributions to the industry. He ac- 
cepted the additional assignment of 
helping to rebuild what was then 
known as the Southern Hardware 
Jobbers Association—an old or- 
ganization with few members left 
and with no finances, and about to 
pass out of the picture. Then came 
such complications as NRA, the 
codes, and troubles under an old 
federal decree. As a result, what 
was taken on as merely a one-yea! 
job was continued until April 1958 
when his resignation as SWHA 
managing director was accepted 
with much regret by the executive 
committee of the Southern Associ- 
ation. 

Earlier—in 1944—following a 
period of illness, Mr. McAllister 
had moved to Florida and opened 
an office in Orlando from where he 
continued to handle his publishing 
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T. W. McAllister 


company work and the affairs of 
the association. Meanwhile, he 
established his home in Winder- 
mere, a lakeside community near 
Orlando 

Despite the Florida location and 
the influences to take things a bit 
easier there was scarcely any re- 
duction in his activities. Mr. Mc- 
Allister served as mayor of Wind- 
ermere for several years, and is a 
director and past president of the 
Orange County Chamber of Com- 
merce. He organized and was presi- 
dent of the West Orange Water 
Conservation Association, which 
carried on a successful fight to pre- 
vent Orlando from placing all its 
utility operations, both water plant 
and power plant, on the Winder- 
mere lakes 


Lifetime Effort 


From W. J. Rooke, chairman of 
the board of W. R. C. Smith Pub- 
lishing Co. came this tribute: “Tim 
McAllister devoted practically all 
of his business life to the zealous 
effort of building the merchandis- 
ing markets of the South. His un- 
tiring efforts have been an im- 
portant factor in bringing SoUTH- 
ERN HARDWARE to its present wide- 
ly recognized position in the hard- 
ware field.” 

While Tim McAllister will take 
things a bit easier he expects to 
remain in touch with the industry 
and his many friends. His mail ad- 
dress is Box 216, Windermere, Fla 








INDUSTRY NEWS 


Emmett W. Wright Joins 
Fry-Holbrook & Associates 


EMMETT W. WRIGHT has joined 
Fry-Holbrook & Associates, manu- 
facturers’ representatives, in At- 
lanta, Ga. Wright is well known 
in the Southeastern territory, and 
for a number of years was con- 
nected with Western Winchester 
Co. 


Emmett W. Wright 


According to George C. Hol- 
brook, Jr., the firm has revised its 
territorial coverage as _ follows: 
Hugh H. Cochrane will cover 
North and South Carolina and 
Virginia. Wright will cover North 
Georgia, including the City of At- 
lanta, and portions of Alabama and 
Tennessee which will include the 
cities of Birmingham and Chatta- 
nooga. George C. Holbrook, Jr. 
will travel South Georgia and 
Florida, and Dan M. Fry will cover 
the states of Tennessee, Alabama, 
and Mississippi. 

The Fry-Holbrook organization 
recently moved into its new head- 
quarters at 3130 Maple Drive, N.E., 
Atlanta. 


* 


Schoellkopf Co. Sells 
Seat Cover Department 


THE SCHOELLKOPF Co., Dallas, 
Texas, has announced the sale of 
its Seat Cover Manufacturing De- 
partment to Ero Manufacturing 
Co., Chicago, Ill. The sale was ef- 
fective December 1, 1958, accord- 
ing to G. H. Norsworthy, president 
of The Schoellkopf Co. 

The Dallas seat cover manufac- 


12 





turing operation will continue in 
space leased by Ero from Schoell- 
kopf in Dallas. W. A. Richards, 
previous manager of the Schoell- 
kopf seat cover department, will 
remain in charge of the new op- 
eration for Ero. 


2 


Ray Slack Retires 
from Huey & Philp 


RAYMOND A, Slack, vice-presi- 
dent of Huey & Philp Co., whole- 
salers in Dallas, Texas, has retired 
from the company, according to a 
recent announcement from Presi- 
dent A. H. Lane. 

Mr. Slack had suffered a heart 
attack last October, but has been 
recovering satisfactorily, and, in 
fact, attended a meeting of the 
company’s board of directors on 
December 15. He had been consid- 
ering retirement next year, but de- 
cided to follow the advice of his 
doctors and made this effective 
December 31. 


(Continued from page 11) 


R. A. Slack 


Mr. Slack spent practically his 
entire business life in the industry. 
Of his 52 years in the wholesale 
hardware business 42 were spent 
with Huey & Philp. He will con- 
tinue as a member of the company’s 
board of directors. 

Widely-known in the trade, Mr. 
Slack has served on the executive 
committee of the Southern Whole- 
sale Hardware Association. 


Yale & Towne Honors Beck & Gregg 


In recognition of Beck & Gregg's sales record on Yale & Towne products, James 
D. Young, right, general sales manager for the company's Lock and Hardware 
Division, awards a silver plaque to Frank Burton, Sr., buyer in charge of Beck 
& Gregg's builders hardware department. The sterling silver award mounted 
with a gold key cites the company's “outstanding sales achievement.” Among 
Yale and Towne's wholesale hardware customers, the Atlanta firm leads in 
sales. Looking on are, left to right, Harry Talgo, Yale & Towne's Southeastern 
regional sales manager, W. A. Parker, Jr., Beck & Gregg's vice-president and 
general manager, and W. A. Parker, Sr., president. The award was made at a 
dinner given in Atlanta for Beck & Gregg personnel. 
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Only the LAWN-BOY Loafer combination 
lets you sell the advantages of both: 


1 TWO ENGINES; ONE FOR MOWING, ONE FOR DRIVE! 


No wasted driving 
power. LAWN-BOY Bal- 
onced Power Engine de- 
livers constant “go 
power” through 47:1 
geor ratio. It drives only 
the Loafer, not the 
mower, for sure mobility! 


No divided power here! One engine drives the Loofer, one the mower. The 
Loafer-mower combination trims close to buildings, trees and shrubs. The light- 
weight combination carries heavyweight operator over all types of terrain 
+ ++ while he's mowing the lawn. It turns on a dime, too, with “avtomotive-type” 


No less in cutting 
power. LAWN-BOY Bal- 
anced Power Engine 
powers mower only, not 
the rig... delivers the best 
cutting speed for the most 
level-cut lawn by ony 
rider-mower unit. 


steering .. . and never loses a level-cutting power stroke. Operator can de- 
tach mower and snap-on handle quickly for hard-to-reach spots... ond he 
still has a power mower. Loofer attaches to LAWN-BOYs, most other rotaries, 
in seconds. Free attaching kit. 


@ PLUS ADVANTAGES OF A “DO EVERYTHING” GARDEN TRACTOR! 


PULLS spreader, roller, gang mowers, carts, aerators 
Mower detaches, Loofer front wheels attach, and drawbar hitch handles carts, 
wagons and other garden tools. Rider controls 4 forward speeds plus positive 
reverse and nevtral. Simple steering, easy-riding Loafer is fun to ride as a run- 
about all by itself. You sell dependability, power and the lasting satisfaction 
of built-in LAWN-BOY quality. 


MORE DEALERS MAKE MORE MONEY WITH 


AWN-BO 


THE TOP PROFIT LINE IN THE INDUSTRY 
Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of dohasan and Evinrede Outboard Motors. 

In Canada: LAWN-BOY, Peterborough, Ontario. 





PUSHES blade to level and fill 

No other riding unit can compare with the LAWN-BOY Loafer for performance, 
versotility, simplicity ond price! $169.95 for the 4-wheel Loofer unit alone; 
$269.95 for the rugged “do everything” Loofer ond a 21” LAWN-BOY De Luxe 
mower combination. Send coupon below to find out what your profit is. You'll 
see why LAWN-BOY is the top profit line of them oll. 


SEND COUPON NOW FOR FULL DETAILS 
LAWN-BOY, Dept. SH-29, Lamar, Missouri 


Send me full details on the all-new 1959 LAWN-BOY 


Loafer combination 


Name 
Address 


City Zone 
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A Sprayer Industry Exclusive! 


Three completely new eye catching mer- 
chandisers designed to spotlight 
Root-Lowell’s bright new coloring, label- 
ing and styling. Root-Lowell has taken 
only the fastest selling hand and com- 
pressed air sprayers and packaged them 
in merchandisers insuring extremely fast 
turnover. Most important of all, these 
displays cost nothing extra. You pay only 
the cost of the sprayers themselves. An 
investment of about $80 brings you 38 





No. 59A Merchandiser. 
New modern display for 
pene spra - gy 
10 No. 23 2 
10 No. 285 hend ane 
with counter or isiand 
display. Packed 1 unit, 
29% Ibs. 


No. 59B Merchandiser. 
Three compressed air 
Sprayers beautifully dis- 
played in floor unit. In- 
cludes 2 No. 191B, 2 No. 
1208, 1 new No. 258 
compressed-air sprayers 
with floor display. Packed 
3 units, 46% Ibs. 














*7 Models included in 3 merch 


sprayers plus 3 free merchandisers. Each 
may also be purchased individually. All 
sprayers come to you in standard packing. 

Merchandiser displays can be used in- 
dividually on counter or as island dis- 
plays or combined and set against the 
wall to conserve floor space. 

Order from your wholesaler or write 
for full information on the 59A, 59B, and 
59C Merchandisers and Root-Lowell’s full 


line of sprayers and dusters. 


No. 59C Merchandis- 
er. New feature dis- 
play for small com- 
pressed air sprayer 
Includes 3 No. 105 
compressed-air 
sprayers with fea- 
ture display for is- 
land or counter 
Packed 1 unit, 20% 
Ibs. 


ROOT-LOWELL CORPORATION 


Division of Root-Lowell Manufacturing Co. 


445 N. Lake Shore Drive, Chicago 11, Illinois 


ROOT-LOWELL 





Chattanooga Royal and 
Gray & Dudley Co. Merge 


L. B. STEVENS, chairman of Gray 
& Dudley Co. of Nashville, Tenn., 
and Ross I. Evans of Nashville, 
president of Chattanooga Royal 
Co., Chattanooga, Tenn., announce 
the merger of operation of the two 
companies. The merger was effec- 
tive January 1. 

L. B. Stevens continues as chair- 
man of the merged operations and 
Ross I. Evans as president. Other 
officers include L. O. Morin, Jr., of 
Chattanooga, executive vice-presi- 
dent; L. C. Carroll of Nashville, 
vice-president in charge of the 
Martha Washington Division in 
Nashville; George M. Childress, 
vice-president and general man- 
ager, and Robert C. Gundaker, 
vice-president in charge of sales of 
the Chattanooga Royal Division. 

The Chattanooga Royal Co. Di- 
vision continues in the manufacture 
and distribution of its products un- 
der the same management and with 
the same personnel. The Martha 
Washington Division continues in 
Nashville with the manufacture 
and distribution of its products un- 
der its present management, and 
there is no change in personnel, the 
announcement stated 

The Chattanooga Royal Co. man- 
ufactures a complete line of gas 
heating and central air condition- 
ing equipment under the trade 
names “Royal” and “Chattanooga,” 
and portable barbecue grills under 
the trade names “Royal Chef” and 
“Patio Prince.” The Martha Wash- 
ington Division of Gray & Dudley 
Co. manufactures and distributes a 
complete line of built-in gas and 
electric stoves, surface units, range 
hoods, and water heaters. It also 
has offered and distributed a line 
of dish washers, built-in refrigera- 
tors, and free-standing gas and 
electric stoves. 


° 


First Florida Housewares 
Show Meets with Success 


REporTsS from the Florida House- 
wares Trade Show held in Sep- 
tember in Miami give an attend- 
ance total of 750 and the amount 
of business written as being in ex- 
cess of $750,000 retail. According 
to Richard A. Vehon, director of 
publicity and promotion, the show 
will be held this year on August 
15, 16, and 17, and he states that 
indications are that there will be 
an increased number of exhibitors 
due to the success of the first show. 
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Jacobsen Elects Officers 
at Annual Meeting 


AT THE ANNUAL meeting of the 
stockholders of the Jacobsen Man- 
ufacturing Co. held recently at its 
office in Racine, Wis., Charles A. 
Livesey and L. W. Van Natta were 
added to the board of directors. 
Oscar T. Jacobsen was elected 
chairman of the board, and Einar 
A. Jacobsen was named president 
and general manager. 

Other officers for the ensuing 
year are James F. Costello, secre- 
tary-treasurer; Victor E. Bunck, 
assistant treasurer; Charles A. 
Livesey, vice-president in charge 
of sales; Earl R. Frederiksen, vice- 
president in charge of purchasing. 


e 


South Bend Tackle Co. 
Changes Ownership 


THE SALE OF the South Bend 
Tackle Co., Inc., South Bend, Ind., 
is announced by Harold O. Stream, 
chairman of the board. Seymour 
and Benjamin F. Fohrman are the 
principals involved in the pur- 
chase, which was subject to the 
stockholders’ approval at an an- 
nual meeting in December. 


Seymour Fohrman 


B. F. Fohrman is_ presently 
chairman of the board of the South 
Bend Toy Co., and an officer and 
director of the South Bend Tool & 
Die Co. 

Seymour Fohrman will serve as 
an officer and director of the tackle 
company. He stated that the pro- 
gram in which South Bend Tackle 
has been engaged will be contin- 
ued with no basic changes in 
policy or personnel. 

Prior to the transfer of owner- 
ship, G. W. Brooks resigned as 
president of South Bend Tackle to 


accept the position of director of 
marketing, Tire Division of the U. 
S. Rubber Co. in New York City. 
He was to assume his new duties 
beginning January 1. Brooks had 
been associated with South Bend 
for six years, filling positions as 
vice-president in charge of sales 
and advertising, executive vice- 
president, and then as president. 
Stream also announced the ap- 
pointment of Lloyd Conaway as 
vice-president in charge of manu- 
facturing. Conaway will have di- 
rection of the manufacturing op- 
erations at the company’s two 
wholly-owned subsidiaries, the 
Fishing Tackle Co. of America and 
the Fishing Tackle Products Co. 


* 


Bernz Co. Elevates Two 
in Executive Sales Posts 


Two EXECUTIVE sales appoint- 
ments in the Otto Bernz Co., Inc., 
Rochester, N. Y., are announced by 
John M. Dunn, vice-president of 
marketing. 

John Mallett has been named 
general sales manager. He had 
served as the company’s Southern 
regional sales manager, with head- 
quarters in Memphis, since 1957. 
Mallett joined the Bernz Co.’s sales 
force in 1954, covering the southern 
Ohio, Kentucky, and West Virginia 
territories. 

Ray Parks becomes Southern 
regional sales manager, with head- 
quarters in Memphis, succeeding 
Mallett. He joined the company in 
1956 as a salesman covering North 
Carolina, South Carolina, and east- 
ern Tennessee. 


* 


Allied Gift & Jewelry 
Show Opens February 21 


THE 37TH ALLIED Gift & Jewelry 
Show will be held in Dallas at the 
Hotel Adolphus February 21-25, 
inclusive. For the first time the 
show will open on Saturday noon 
instead of Sunday as in the past. 
It will be open until 9:00 p.m. Sat- 
urday night: Sunday, Monday, 
Tuesday and Wednesday hours 
will be from 9:00 a.m. until 6:00 
p.m. 

The Tola Tumbleweeds cocktail 
party for their members and guests 
will be held on Sunday night. On 
Monday night, the Buyer’s party is 
scheduled at the Adolphus Hotel 
and on Tuesday night the dinner 
dance will be held in the Century 
Room as in the past. 





Boosts self-service sales 


\ a. oe) 
merchandiser 


—for EASY HANG 
perforated board 
FIXTURES 


Holds one box each of 
twenty-three ‘‘Bubble- 
packed" and ‘‘Card- 
mounted” fixtures; ten 
each TE-35 and TQ-1 
in standard boxes, 250 
stabilizers and 90 sq 
ft. perforated board. 


The new K-5 Merchandiser is a dra- 
matic, traffic-stopping self-service dis- 
play for Easy Hang perforated board 
fixtures. Spot a K-5 in a good location 
in your store and watch sales zoom 
on these popular items. Store tested! 
Occupies small, 24" x 21" floor space. 
Drop-shipped, prepaid from factory, 
eastern and western warchouses. Call 
your jobber or write today. 


“|e uharkhei, Sav. 


BOX 333, MICHIGAN CITY, IND 
FACTORY: GRAND BEACH, MICH 
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*DESIGNED FOR A PURPOSE ——™ 


for the many fishermen who want the full power 
retrieve of the conventional direct drive bait casting reel 
and the casting ease of the closed type 


uly 
spinning reel—the Johnson CENTENNIAL has At) 


been purposely designed. The best features of both bi 


reels have been merged with a new type drag— 
to open the door to true spin-bait-casting. nson 


“Casts like a spinning reel— Retrieves like a 
casting reel.’”” Comes equipped with C ~ N T E N N | A | 
approximately 100 yards of 10 lb. monofilament 


line. 18% inch retrieve. 


















O 





\ 





OTHER FINE JOHNSON REELS: Century, Citation and Princes 


! 
! 
| 
| 
! 
l 
| 
| 
l 
l 
l 
! 
l 
I 
American-Type Spinning Reels and the Magnetic Fly Reel 


I 
| 
| 
| 
| 
| 
| 
| 
I 
| 
| 


\ THE DENISON-JOHNSON CORPORATION ° MANKATO 13C, MINNESOTA ,/ 
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to steam Up your 


"W40" 
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HUNDREDS OF FISHERMEN WILL BE ASKING YOU FOR 
ED ZERN’S LAUGH RIOT: “HOW TO CATCH A MERMAID” 
FURNISHED FREE WITH EACH “W-40” LINE DEPARTMENT 
AND OBTAINABLE ONLY AT “W-40” DEALERS. 


WILL YOU BE READY FOR THESE 
WORLD RECORD “W-40” CUSTOMERS? - 


¥ Se eee ae at 





THISIS “W240 


THIS MAGNIFICENT FULL COLOR KLLUS 
TRATION WILL APPEAR IN FULLY PAGE 
SIZE IN ALL OF THESE MAGAZINES Tc 
HELP YOU SELL w.40 DURING THE 
COMING SEASON! 


4, 
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SACKH POT 


ANY DEALER WHO 
OBTAINS A FREE “W-40” 
FISHING LINE 
DEPARTMENT CAN WIN 
$1000.00 IN FREE 
“W-40” FISHING LINES! . 


(See details below) 


oe 


J 


CAIN WIN! 


ONE DEALER IN EACH OF THE ABOVE TEN AREAS 
WILL WIN A JACKPOT OF $1,000.00 IN FREE 
“"W-40"' FISHING LINES. ‘WINNER'S CHOICE 
VALUED AT LIST PRICE.) 


ain ee 


' 
L 


ALL DEALERS WHO OBTAIN A FREE '“W-—40" 
FISHING LINE DEPARTMENT ARE AUTOMATICALLY 
ENTERED IN THIS CONTEST. THE “W-—40"° PRIZES 
WILL BE DELIVERED BY THE JOBBERS WHO MADE 
THE LUCKY SALES 


S00 
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THE RUEBEN H. DONNELLEY CORP. WILL CHOOSE 
THE LUCKY ““W-40" FISHING LINE DEPARTMENTS 
AND WILL NOTIFY THE WINNERS. THEIR DECI- 
SION WILL BE FINAL 


‘fi 


THIS OFFER IS GOOD UNTIL JUNE 30. 1959. NO 
ENTRIES WILL BE CONSIDERED AFTER THIS DATE 
THIS OFFER SUBJECT TO FEDERAL. STATE AND 
LOCAL REGULATIONS 


[eiceale man 
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WESTERN FISHING LINE COMPANY 
GLENDALE 4 CALIFORNIA 
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Myers ‘“‘Fire-cured’’ Epoxy tanks 
are best. Here’s why: 


Fits any Installation 


All Myers Epoxy tanks feature universal 
tapping. One tank fits all pump installa- 
tions, regardless of type, make or size. 


Double Protected 


High bake, tough epoxy coatings are super- 
bonded to heavy gauge steel . . . inside and 
outside the tank. Tanks are double-protect- 
ed against premature “rusting out” due to 
damp installation sites and highly corro- 
sive water. Myers Epoxy tanks look better 
... last years longer. 


Time-tested 


Epoxy is the same tough durable coating 
that protects Myers power sprayer tanks 
from damage by highly corrosive spray 
chemicals. Years of actual field experience 
have proved the superior protective quality 
of epoxy coating. 


Here's a profit-making extra that adds real punch and customer 
appeal to your 1959 profit-program. Contact your Myers distributor 


today for full details and prices or write: 
| Myers| 








The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


ple a . . 
Built with the dependable perfection you expect from Myers. 
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INDUSTRY NEWS 


Heffernan to Represent 
Reid H. Cox & Co. 


Scott Hupson III, sales promo- 
tion manager of Reid H. Cox & Co., 
Atlanta, Ga., announces the ap- 


Mark F. Heffernan 


pointment of Mark F. Heffernan, 
Jr. as representative of the Cox 





organization in the states of Ala- 
bama and Tennessee. 

Prior to his new connection, 
Heffernan was representative for 
Ekco Products, Chicago, Ill. 


. 


St. Louis Retail Store 
Launches Major TV Show 


CENTRAL Hardware Co., St. 
Louis, Mo. was scheduled to launch 
a major television effort in Janu- 
ary as sponsor of a half-hour tele- 
vision series Bold Venture, it was 
announced by Stanley Cohen, 
president. This is the first “big 
time” television program Central 
Hardware has sponsored, and 
President Cohen states that so far 
as is known, Central is the first 
retail hardware firm that has 
launched such an ambitious TV 
effort. 

George Kuennen, sales promo- 
tion manager, has worked out an 
integrated sales plan in conjunc- 
tion with the TV promotion where- 
by items advertised on the pro- 
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So he a went right on 
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The only decision that he 
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Self Seller 


DRILL DISPLAY 


CONTACT YOUR JOBBER or... 


HENRY L. HANSON CO. 
28 Union St., Worcester, Muss. 
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(Continued from page 15) 


gram are listed simultaneously in 
Central’s weekly newspaper ads, 
plus in-store displays. Central 
Hardware operates five retail out- 
lets which serve the greater St. 
Louis area. 

> 


Kinlaw Joins American 
Hardware & Equipment Co. 


AMERICAN HARDWARE and Equip- 
ment Co., Charlotte, N. C., an- 
nounces the appointment of Wade 
H. Kinlaw as sales representative 
in the Lumberton, N. C. area. 


Wade H. Kinlaw 


Kinlaw is a native of Lumberton. 
He attended Presbyterian Junior 
College in Maxton and was grad- 
uated from Appalachian State 
Teachers College at Boone. Since 
finishing college in 1939, he has 
worked in sales with the excep- 
tion of 314 years which were spent 
in the army. 

& 


Atkins Appoints Everett 
Firm as Representative 


JOHN T. Everett & Co., with 
main office in Memphis, Tenn., was 
recently appointed hardware rep- 
resentative by Atkins Saw Division 
of Borg-Warner Corp. Atkins ter- 
ritory covered by the Everett 
organization includes Tennessee, 
Mississippi, Alabama, Georgia, 
South Carolina, and Florida. 

* 


John K. Wilson to Handle 
Conn. Valley Line 


THE CONN. VALLEY Manufactur- 
ing Co., Centerbrook, Conn., re- 
cently announced the appointment 
of The John K. Wilson Co., Balti- 
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more, as sales representatives. The 
Wilson organization will handle 
sales of Conn. Valley’s line of ex- 
pansive bits and other wood bor- 
ing tools to the hardware trade 
throughout the South and South- 
west. 
© 


H. L. DeLoach Retires 
from Henderson & Baird 


H. L. DeLoacnu, for many years 
president of Henderson & Baird 
Hardware Co., wholesalers. in 
Greenwood, Miss., retired from that 
company effective December 31. 

Mr. DeLoach began his career 
with the company in 1911 and was 
soon elected to the office of secre- 
tary-treasurer. He served in this 
capacity until 1946 when he was 
elected as president of the com- 
pany succeeding the late J. L. Dur- 
rett. 

Well-known in the trade, Mr. 
DeLoach has been a familiar figure 
at trade conventions and has served 
as a member of the executive com- 
mittee of the Southern Wholesale 
Hardware Association. 


H. L. Deloach 


Active in civic and church af- 
fairs, Mr. DeLoach has been presi- 
dent of the Greenwood Chamber of 
Commerce; member of the Educa- 
tion Committee of Mississippi Eco- 
nomic Council; president of Green- 
wood Kiwanis club of which he is 
a charter member; Lt. governor of 
Kiwanis District Two; chairman of 
the Greenwood Schoo] Board; and 
is now serving on the board of di- 
rectors of the Bank of Commerce 
and LeFlore Building and Loan 
Association and on the advisory 
board of Wood Junior College. 

J. Howard Lewis has been named 
to succeed Mr. DeLoach as presi- 
dent of the company. C. C. Whit- 
tington has been appointed vice- 
president. N. E. Wingate is te 
secretary -treasurer. 





CASH IN 


on the year ‘round demand 


Meet the growing demand for packaged nails 
and brads with the fast selling Cortland Brand. Con- 
venient, easy-to-handle green and yellow packages 
sell themselves. All packages are clearly marked for 
weight, length and gauge. 


For extra sales at no extra effort, set up a simple 
display like this and profit the year ‘round. Every- 
one who comes into your store is a prospect. You 
can display a complete stock of sizes (Ye Ib., 4 Ib. 
and | lb.) in a minimum of space. 


Ask your Jobber for Cortland Brand Nails and Brads 
by name. Display them in your store . . . and Profit! 


COLORFUL STREAMER 6” « 30” 
available for counter of window 
send post-cord for your streamer 


NAILS and BRADS 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 


Wire Screening @ Hardware Cloth @ Wire Nettings @ Welded Wire Fabric 


CAVERT & LIPSCOMB — Nashville and Dallas 
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.. The Only 
Fence Line That 
Sells on Sight 
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SRAN D 


KNOWN FOR EXTRA VALUE 

Farmers know the years of extra life that Red Brand gives at 
no extra cost. They want the added rust resistance of the only 
Galvannealed® fence on the market. They choose it for easy 
handling. And they buy Red Brand for its durability through 
years of livestock abuse. 


SELLS ON SIGHT 
Farmers are quick to choose Red Brand because they see and 
recognize the best wherever they go. Only the Red Brand line 
sells on sight. The bright red identification is Red Brand’s 
distinctive guide to quality. 


ADVERTISING FOR YOU 

Farm preference for Red Brand has developed behind years of 

aggressive advertising and promotion. First farm magazines 

told the story. Then radio was added. Now television also helps 

carry the story directly to farmers. This three pronged drive * Se See v 
is backed with special promotions that really move fence. RD BRAND Lh 
WHAT RED BRAND PREFERENCE " - # 
MEANS TO YOU ae 
Red Brand is the fence line farmers want. This strong demand eas 
can only result in greater volume, higher turnover and more 

profits. Tie in today with Keystone—the profit line. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
Red Brand Fence—Red Top® Steel Posts—Red Brand Barbed Wire—Baler Wire— 
Non-Climbable Fence—Keyline” Poultry Netting—Gates 
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4° T AMERICAN 
yourself FLOOR RENTAL TOOLS * EQUIPMENT * SUPPLIES 


rw e profit proved by dealers 





Only American Floor has the complete line 


f tested do-it-yourself rental tools backed 
by editers of landing heme magesines. e performance approved by customers 


WE SERVICE WHAT WE SELL . 
In more than 40 principal cities, you'll find e guaranteed by American Floor 


an American Sales and Service representa- ct 
tive with a fully staffed and stocked office! —the greatest name in Floor Care 


THESE 5: tops in popularity, dependability, profit, performance 


FLOOR SANDERS EDGERS FLOOR POLISHERS RUG SCRUBBERS 
Modern, efficient, tilt and lever types. Handle detaches on tilt type Choice of 5 and 7” sanding This lightweight unit does Countless people in every 
model. Sold with 5-year basic maintenance guarantee and complete discs. Foolproof operation. 7 jobs including waxing, community are shampooing 


sales promotion plan including free kit of tested sales stimulators. a wo hp motor steel wooling, dry cleaning their own rugs with this 
ideal for sanding near rugs. Detachable handle. easy-to-use scrubber. Fast. 


baseboards, stairs, closets. Takes 13” brush. Rents fast. Safe. Professional results. 


THESE 3: comparatively new—high profit potential 


oe 


ee ee > . 
VACUUMS y TILE REMOVERS CONCRETE GRINDERS 
fuaged, lightweight 3-gallon unit picks up dry and wet waste or Automatically removes old Sought by many do-it-your- 
liquids. A must when renting rug shampooing equipment. Excellent and worn resilient floor tile. selfers. Six carborundum 
for thorough vacuum cleaning of basement, furnace, garage, car. 4 adjustable cutter blades stones quickly grind rough, 

do work. Handle detaches. uneven cement. Same ma- 
Electric. Big market. chine does 9 other jobs 


THESE 3: high profit supply items that tie-in with rental equipment 


FOR ADDITIONAL INFORMATION 


Write: Tool Rental Division, 
American Floor Machine Co., 
Toledo 3, Ohio. Specify items 
on which you would like full 
information. You will also be 
sent free of charge a copy of our 
ABRASIVE PAPERS | FLOOR FINISHES, ; RUG SHAMPOO age book oy oe the 
ut sheets a u fe line of floor fin- safe you could use it on ain ts 
Speed rs are specialty ishes and maintenance ma- your hele, Private formula ne Bowyer the tool rental 
made for Noor sanding. Fu terials including Pentra- designed for use with Aner- _ ‘ y- 
range of grits. Satisfaction Seal—a rating finish; ican Floor rug scrubbers. 
guaranteed. Shelf papers. doesn't chip, peel, crack. Quart and galion tins. 


EPICAN- ee | AMERICAN’ 


FLOOR MACHINE CO. 


INCOLN CORPORATION ESTABLISHED 1903 
FIRST IN FLOOR MACHINES DIRECT SALES AND SERVICE CENTERS IN OVER 40 PRINCIPAL CITIES . TOLEDO 3, OHIO 
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Nothing GOW about hose profits 


when you 
feature 


SUPPLEX , 


ee ' 


NYLON TIRE-CORD REINFORCED nose 


RETAIL $3.98 and up — Won't burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years 


Note tough, knitted 
ply of nylon tire cord 
embedded in this ail 
viny! hose. An 
outstanding sales 
feature your 
customers 

can see. 


OEE 
Les more hose profits? Feature Supplex! Want to please 
customers? Feature Supplex! Simple fact is that Supplex is 
quality —through and through—and in | 


the long run quality pays—for you 2S pues Bos 
well as your customers. LIGHT, DURABLE NON-REINFORCED 
HOSE 





Attractively Packaged. Complete line 
Ask your jobber about the new Supplex 
“Silent Salesman” portable display rack 
Buy Supplex and sell quality. 


RETAIL $2.24 and up — Leaders in moder- RETAIL $3.98 snd op — 8 — Superior, triple 


iced field, also give you generous tube construction selis all other in- 
SUPPLEX COMPANY, Garwood, N. J. sroht — Rag 8 A eee, Pauhed on oneainn how ian, —— 


Division of Amerace Corporation all other flexible sprinklers obsolete! 
ld 
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INDUSTRY NEWS 


Chamberlain Retires as 
Stanley Vice-President 


JOHN C. CAIRNS, president of The 
Stanley Works, recently announced 
the retirement of Rodman W. 
Chamberlain, vice - president in 
charge of sales, effective Decem- 
ber 31. Additionally, he announced 
the appointment of Clyde S. Gis- 
chel as director of marketing and 
sales, a new post created, with the 
retirement of Chamberlain, to com- 
bine the function of marketing and 
sales. 

Chamberlain had served more 
than 44 years with the company, 
having joined its sale force shortly 


Rodman W. Chamberiain 


after his graduation from Williams 
College in 1914. He was named 
vice-president in charge of sales in 
1946 

Gischel came te The Stanley 
Works in 1956 from the Westing- 
house Electric Supply Co. where he 
had been general manager of con- 
sumer products. He was with West- 
inghouse for three years, and pre- 
viously, was with Firestone. 


+ 


Paul Speaker Resigns 
from Huey & Philp 


ANNOUNCEMENT has been made 
of the resignation of Paul Speaker 
as sales manager of the wholesale 
hardware division of Huey & Philp 
Co., Dallas, Texas. 

William H. Philp, Jr., who for 
the past 18 months has been assist- 
ant sales manager has been named 
acting sales manager until such 
time as a new appointment to that 


28 





position has been made. 
° 


Philleaux Named to 
Huey & Philp Post 


WITH ITS re-entry into the con- 
tract builders hardware field, Huey 
& Philp Co. has announced that 
W. W. Philleaux will be in charge 
of that entire department—both 
jobbing and contract. 

H. J. Burns, who replaced Phil- 
leaux as first assistant to Ray 


(Continued from page 23) 


Slack, who has retired, will have 
charge of the company’s general 
hardware department. 


° 


Boston Woven Hose Name 
Heflin as Representative 


WILLIAM HEFLIN, of Rockwell, 
Md., is now representing Boston 
Woven Hose & Rubber Co., Di- 
vision of American Biltrite Rubber 
Co., Inc., in Maryland, Virginia, 
and the District of Columbia. 


Sales Gain Registered in December 
by Southern Hardware Wholesalers 


THE Southern wholesale hard- 
ware trade ended 1958 with sales 
in a rising trend. December sales 
averaged a modest increase over 
November, with wholesalers in th> 
Southeastern region leading with 
an average sales gain of 6.2%. 

This was offset, somewhat, how- 
ever, by an average decline of 
5.3% for Southwest wholesalers. 

For wholesalers throughout the 
entire South sales moved upward 
an average of 2.4% in December. 

When compared with the same 
month of 1957 the increased vol- 
ume of sales was more substantial, 
with each geographical region 
showing an increase. The sales gain 
was heaviest in the Southwest, 
averaging 22.4% for wholesalers in 
that area. 


For the entire South the average 
gain in sales over December, 1957 
was 10.7%. 

The brighter year-end sales pic- 
ture prompted numerous expres- 
sions of optimism for 1959, several 
indicating that they look for a 
continued sales increase in the 
months ahead. 

Inventories increased slightly al- 
so in December in all but one of 
the South’s geographical regions. 
In both the Southeast and South- 
west the increase in inventories 
was a little more than 2%. Mid- 
South wholesalers, on the other 
hand, showed an average decline 
of 2.5%. 

The average for wholesalers in 
all regions was a .9°% rise. 





GEOGRAPHICAL 
DIVISION 


from 


+6.2 
+2.4 
—3.3 
+2.4 


SOUTHEAST 
MID-SOUTH 
SOUTHWEST 
ENTIRE SOUTH 


| Dec. 1958 


Nov. 1958 


WHOLESALE HARDWARE SALES AND INVENTORIES 


SALES 


Percent Change 


INVENTORIES 


Percent Change 


Dec. 1958 
from 
Dec. 1957 


Dec. 1958 
from 


Dec. 1957 


+2.4 
—2.5 
+2.2 
+ 9 


+10.6 
+19.2 
+22.4 
+10.7 











Geographical divisions: Southeast (W. Va.. N. C., Ga., 
M 


iss.) Southwest (La., Ark., Okla. Tex.) 


Fia.) Mid-South (Ala., Tenn., Ky. 
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M-62T Me ,sandiserpanel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes 14, Hy, %, Ae. 4. Me. 36, Me. 4. "Me. Ye. "Ng and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail valve of display stock is $15.56. 


~ 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


Here is a timely offer that brings you the industry's first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 


dress-up jacket costs nothing extra. 


Mount either panel with display stock in only 1454” of space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 


M-88 Merchandiser pone! and complete stock of 20 Speedbor “88” 


electric drill bits. Two each of sizes ‘4, %, 4, %, %, % ond 1”. One 


72s Rs 
each of sizes Hs, 4, Ne. "Ys. "Ng and "Ng". Pay only $10.00 for display 
stock of 20 bits and free panel. Retail value of display stock is $15.00. 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 
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Quality Control helps you sell 


REPUBLIC 
Southern Fence 


STRONGER +: LASTS YEARS LONGER : EASIER TO ERECT 


Every step of the way—from the mining of Alabama 
ore, till it reaches your store—the quality of Republic 
Southern Woven Wire Fence is carefully controlled. The 
result is a fence you can sell with pride . . . a fence that 
will provide sure protection for your customers’ crops 
and stock ...a fence that will stand up under weather 
and abuse years longer. Check these points to see how 
Republic’s quality control pays off in increased sales: 
Strong, tough steel wire — made from special 
analysis open hearth steel. Stands taut and strong, yet 
is pliable enough for easy stretching, splicing, or 
wrapping. 

Uniform zinc coating—each wire in a Republic Steel 
Fence is heavily and uniformly galvanized to stand up 
under the ravages of weather, abuse, and time. 


Firm, snug-wrap hinge joints —can take a brutal 


beating from livestock or bumps from heavy farm im- 
plements—and still spring back straight and strong. 


Werranty tag— With each roll, you can offer a 
warranty tag to show Republic Fence and Barbed 
Wire meets the requirements of Simplified Practice 
Recommendation R-9-47 of the U. S. Department of 
Commerce-National Bureau of Standards. It also meets 
ASTM Specifications on fencing and barbed wire, 
Type 1. 

Your ability to give customers these fencing advan- 
tages means that it will pay you to stock up now on 
Republic Southern Woven Wire Fence. You can sell 
it in a wide range of types, gages, and heights—includ- 
ing field, hog and cattle, wolf-proof, and poultry styles. 

Republic Southern Fence is made in Southern Mills 
to meet Southern conditions. 


Contact your Republic Representative...or mail coupon at lower right 


OTHER REPUBLIC 
PRODUCTS FOR 
SOUTHERN FARMS 
AND HOMES 


OUNP 


precision’ 


BLUE RIDGE Galvanized Steel Roofing Precision Wound® Automatic Baler 
can be used with any V-drain type Wire for high-speed balers. 
or standard V roofing. 


For 
FARMYARD. 
FIELD ANO 
HOME PIPING 


Flexible plastic pipe for Galvanized barbed wire in 
pumps, woter lines, live- all popular styles. 
stock waterers, etc. 


4 


P \ 


4 
= 





A wide range of wire Nuts and bolts in all sizes and 


nails to fit any require- types, ideal for farm use. 
ment on the farm. 
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REPUBLIC 
STEEL 


Warufaclired in Ce Sout 
Gor Sodthewe Faund 


GENERAL OFFICES— CLEVELAND 1, OHIO + SOUTHERN PLANT—GADSDEN, ALABAMA 


REPUBLIC STEEL CORPORATION 
DEPT. SH-6380 - ® 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send me information on: 
0D Woven Wire Fence O BLUE RIDGE Roofing 
0 Automatic Baler Wire 0 Plastic Pipe 
0 13% Gage High Strength 0 Nails 

Barbed Wire O Nuts and Bolts 
Name ins eee 
Company——____ Sass iii 
Address__. ——— —— ee = 
City _ ___ Zone State. snipe 


aaa ee 
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One in a series 


JOE LASKY, widely known as an authority on the distribution of home furnishings, has 
agreed to permit Revere co present a series of his observations of today’s housewares 
distribution picture. No armchair cheoretician, Joe's files bulge with some 6,000 idea. cards 
built up through many years of “shoe leather” surveying of distributors and retailers 
during his career with Fairchild Publications 

We know you will appreciate them, and invite your request for reprints 


A declaration of dependence 
upon Wholesalers 


... 500 “partners in distribution” provide mighty necessary services to more than 
40,000 retail outlets selling Revere Ware in the U. S. and Canada. 


| apy time there's a major economic upheaval followed 
by rising material and labor costs, it’s natural that a 
lor of attention should be paid to the matter of lower cost 
methods of distribution. Very often, envious looks at the 
wholesaler's share of the distribution dollar bring up the 
question . . . “Should we sell (or buy) direct and eliminate 
the wholesaler?” 


This thinking is about as deep as a fast, once-over shave. 
Some firms act fast . . . then have lots of leisure to repent 
hasty decisions. Anyone with long experience in the trade 
can tell you how often this has come up...and about the 
chaos resulting from thoughtless decisions to eliminate 
wholesalers. 


NO BASIC CHANGE IN DISTRIBUTION METHODS HAS 
YET BEEN DEVISED THAT ELIMINATES THE FUNDA- 
MENTAL VALUE OF THE WHOLESALER’S FUNCTION. 


Even if you were to “eliminate” the wholesaler, the 
need for his functions would remain. 


Somebody must buy the thousands of different items carried 
by the wholesaler, from hundreds of manu- 
facturers. 


Somebody must unpack, warehouse and price these items. 


Somebody must assemble the small quantities of widely 
varied items needed and ordered by the whole- 
salers’ customers in that area, every business da) 
(quite a few are single item orders). 


Somebody must deliver all these items, day after day — and 
make special trips with “rush specials.” 





Somebody has to visit all these stores — the smallest dealer 
as well as the largest department store—to check 
the stocks and fill in needed items. 


Somebody has to visit every retailer regularly, helping him 
with his displays, item arrangements; telling about 
coming promotions, new ideas, etc. etc. WHO 
has a better incentive than his most important 
supplier? 

Somebody has to provide Credit...often far beyond normal 
terms (only possible when the seller Anows his 
area, his customers and their needs intimately). 


Somebody has to do all this at VERY LOW COST. It's a 
matter of record that every time an attempt is 
made to replace the wholesaler, sky-high costs, 
‘way above the wholesaler’s, defeat the plan! 


We could keep on indefinitely with quite a list of addi- 
tional solid services. That’s the wholesaler—solid, basic 
—like bread-and-butter. 


Retailers and manufacturers alike would be in real 
trouble if they had to buy and sell direct—especially for 
their daily needs in connection with today’s low-inventory, 
breadth-without-depth, higher-turnover operations! 


The Revere Ware wholesaler “partners in distribution” 
make it possible for more than 40,000 retail outlets to sell 
ever-increasingly-wanted Revere Ware in every part of the 
United States and Canada. 


No other nation has achieved our standard of living 
because no other nation has developed such facilities for 
mass production and mass distribution. The wholesaler may 
justly be proud of his contribution to this achievement. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York + Clinton, Illinois - Riverside, Calif. 
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COLORFUL NEW “BLISTER-PAK” 


SHOWS AND SELLS Korky ss 
BOOSTS SALES UP TO 500%! 








7 Ray? +. NO EXTRA CHARGE 
, OVER REGULAR PACK 
annoying, wasted 
steps caused by leaky, Now your customers can’t miss see- 
‘ P ‘I P P ing and wanting KORKY, the revo- 
noisy rolets. = lutionary Flapper Tank Ball that 
eee eliminates trouble-causing guide 


arms and lift wires. The new eye- 


catching “Blister-Pak’’ combines a 


i visible display with a take-home 
Oo \ r. unit—shows an actual KORKY un- 
a." der plastic on a bright, three-color 


FLAPPER TANK BALL 


s.ee7 


card that hangs from a pegboard or 


rent wo. 7.59 . 
a wire rack. 


All the big sales features on the 
front—complete installation in- 
structions on the back—and it costs 
no more than the regular pack! 
Actual tests prove that the new 

install... a “Blister-Pak” can increase KORKY 


perfect seal zs 
always! sales as much as 500%! 


Eliminates old holesaler. if 
wiht ; 
through your ect from. 


style tank 
ply you, ore 


ball, guide 
arm and wires 


Order today 
he can’t 8UuP 





Chicag° 92, Illinois 


Korky Flappet 


ed container 


Wood Street il 
avelle 
, doz. Lave 
ase send me— -orrugat 
Peeeenuister-Peks ss ee ; 
(12 —_ of $10 73 per 
at my 


Store Name 
State 

Addres® Zone 

City gh my wholesale 


invoice throu 


r, whose name 





Please 


Ww holesaler Name 
Ww holesaler Addres* 


OVER TWO MILLION 
Adeuey Gr LAVELLE RUBBER COMPANY NCOMBETIONAILY| KORKYS NOW IN USE 


PRODUCT OF GUARANTEED | 
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RESTO! 
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try 
 REELRAK 


f f a ree 
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Just order a minimum of $99.95 worth of Plymouth 
Rope and—presto!—the ReelRak’s in your store! 

ReelRak works like magic! Easy to get. Easy to 
load. A real robot salesman. Developed by Plymouth 
to help you sell rope. And we mean SELL. 

Another bonus: you get FREE with this initial 
order a carton of three 100-foot connected spools of 
’<-inch Ship Brand Manila. That’s not all. If 
your rope purchases total up to as little as $200 


within 15 months after your initial order, the 


ReelRak automatically becomes your property. 


PLYMOUTH ! 


The ReelRak is easy to set up, load and 

maintain. Rear portion (for SalesRak spools) can 
be folded into the back of the rack if spools are not 
wanted. Properly displayed, it does a store-wide 
job—yet is only 3%4 feet tall. Get yours! Place your 
order now. Get in touch with the Plymouth 


Sales Office nearest you: 


Boston: 296 State St., Phone CApital 7-1134 

New Orleans: P. O. Box 10215, Phone VErnon 5-7243 
Chicago: 323 West Polk St., Phone HArrison 7-6238 

San Francisco: 70 Sacramento St., Phone GArfield 1-4709 
New York: 366 Madison Ave., Phone YUkon 6-9230 


PLYMOUTH CORDAGE COMPANY 
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TED WILLIAMS RICHIE ASHBURN 
1968 1958 
American League Notional League 
Batting Champion Batting Champion 





PETE BROWNING 


The first Louisville 
Slugger bat was turned 
for Pete Browning — 
great slugger of his 
day with the Louis- 
ville Club of the 

old American 
Association. 

The history of Louisville Slugger bats cannot be 


separated from the lives of the famous sluggers who 
have used them. Browning, Wagner, Cobb, Hornsby, Ruth, 
Williams . . . these and hundreds more whose base hits 
and home runs thrilled the millions, wrote the story. 


This 75th milestone in the life of one of America’s most 


lea famous products will be commemorated in 1959 on thousands 


HILLERICHB BRADSBY C* of diamonds by the greatest players in the game today. 


KO; syity 
MAKE SURE YOUR STOCK OF LOUISVILLE SLUGGERS IS COMPLETE 


BEFORE THE SEASON STARTS — ORDER FROM YOUR JOBBER. 














ALSO MANUFACTURERS OF GRAND SLAM GOLF CLUBS 
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eo AND NOW 
OFFERS YOU AN 


OUTSTANDING 
OPPORTUNITY 


FOR THE 
DIRECT-DEALER FRANCHISE 


WITH A FUTURE! 





THE 
MERCHANDISING 


POWER OF 
OUTBOARD MARINE 
ORPORATION 

IS NOW 


FOCUSED ONS = 
MIDLAND 

GARDEN 
EQUIPMENT 


(its newest subsidiary) 


Sell this new companion to world-famous 
JOHNSON, EVINRUDE and 
BUCCANEER Outboard Motors, 
LAWN-BOY Power Mowers, CUSHMAN 
Commercial and Industrial Vehicles 

and PIONEER Chain Saws! 








OUTBOARD MARINE CORPORATION 
IS IN THE GARDEN EQUIPMENT 
FIELD TO BE ITS LEADER 


Garden tractors and power mowers fit logically 
and naturally into Outboard Marine’s group of 
time-tested, quality-proven products. Our ex- 
perience and leadership in engineering and man- 
ufacturing, merchandising and advertising fa- 
mous products eminently qualifies us to attain 
our goal: gaining and keeping the lead in Amer- 
ica’s garden-equipment field. 


YOU WILL SELL AN OUTSTANDING, 
RESPECTED PRODUCT 

Not an untried newcomer, but a sound, quality- 
engineered line built by a respected firm with 
over 48 years’ experience in garden equipment. 
You can meet each member of this outstanding 
line on Page 4 of this insert. 


YOU GET THE BACKING OF A 
VIGOROUS CORPORATION 

Dynamic Outboard Marine offers the Midland 
line — and you — the vast capital resources of 
a world leader in power equipment. You'll profit 
from exciting product design and engineering ad- 
vances . . . top manufacturing capabilities . . . 
and excellent quality control of our product. 


YOU WILL ENJOY PROMPT PARTS- 
REPAIR SERVICE 

Outboard Marine offers you a nation-wide parts 
and repair service network. The entire parts- 
service organization of Outboard Marine will 
back every Midland product you sell. 


AGGRESSIVE MERCHANDISING 

WILL HELP YOU SELL 

Vigorous promotion and merchandising have 
characterized the operations of Johnson . . . Evin- 
rude... Buccaneer . . . Lawn-Boy . . . Cushman 
... and Pioneer. You, too, will be supported by 
powerful promotion . . . top merchandising aids 
and co-op advertising allowances . . . plus the 
added advantage of all Outboard Marine adver- 
tising, tieing-in Midland with the other famous 
OMC products. 


YOU PROFIT WITH A PROTECTED 
TERRITORY 

We’re selling direct-to-dealer with protected 
franchises. You can compete favorably in your 
own selling area, and enjoy all the many advan- 
tages this efficient distribution system provides. 


YOU GET A WARRANTY WITH TEETH 
Midland Garden Equipment will be sold on a full 
90-day warranty beginning on the first day of 
use. You benefit from a warranty that means 
something because it’s backed by one of Amer- 
ica’s large corporations. 


OUTBOARD MARINE IS NO STRANGER 
TO SUCCESS 

As you know, we lead the world in outboard 
motors and power mowers . . . and we are rapid- 
ly approaching leadership among chain saw man- 
ufacturers. The same engineering skill and mar- 
keting know-how that built these notable sales 
successes is now directed to Midland equipment. 


THIS IS YOUR OUTSTANDING OPPORTUNITY 10 GET IN 
ON THE GROUND FLOOR...AND GROW WITH MIDLAND 


Midland Products will be designed, 
engineered, and merchandised in the 
same imaginative, aggressive, and 
successful manner that other Outboard 
Marine Products have enjoyed. We 
have a formula for success...and we 
will use it to promote Midland to the top. 


ACT NOW 
MAIL THIS 
COUPON! 








BIG-TRACTOR STAMINA FOR BIG-MARGIN 
PROFIT MIDLAND 7 HP RIDER 


Wait till your customers see 

this! Here’s big-tractor power 

at budget price . . . stamina 

that obeys a gentle touch .. . 

“auto-steering”’ ease ...smooth, 

effortless shifting . . . and a 

host of dependable, efficient 

attachments that save cus- 

tomers time and energy 52 

weeks a year. 

@ Starts Automatically _- 12-volt electric starter-generator and headlights 
available at slight extra cost @ implements Raise Effortlessly @ Stops Fast for 
Safety— and locks for parking on steep slopes @ Full-Geared Differential — 
on-a-dime turns without turf-scuffing 


THE MIDLAND 


LINE FOR 5g 


selle on guar 
ena 
reodedtION Bid porree 


PLANT MIDLAND 4 HP 


@ Forward, Neutral, Reverse Gears at Your Fingertips @ Semi-Pneumatic Tires 
Tread Lightly On Fine Lawns @ Full-Geared Transmission for Non-Slip Turns 


THE MIDLAND COMPANY 


SUYUBSBIDIARY 


RUGGED RELIABILITY AT LOWEST 
COST MIDLAND 16’ Rotary Tiller 


Just right for the customer who wants responsive 
power and high performance in a low-cost pack- 
age. Soil-tested for top performance in all areas 
of the country. Slicing, non-winding tines, care- 
fully crafted of qual- 
ity heat-treated steel 

. rotate at just the 
right speed to knead 
the soil, not pulver- 
ize it. 
@ Tillage Depths to 6” @ Recoil Starter 
@ Fingertip Controls @ Disengaging Clutch 
@ ‘‘Hush, Hush’’ Muffler 
@ Enclosed Transmission e Rugged 2% hp. Engine 


Sie 


HUSKY HORSEPOWER FOR HEAVY 
CHORES MIDLAND 7 HP 


Selt-Propelied Tiller-Tractor 
Talk about competitive sell- 
ing advantages! Here’s a 
brawny tiller-tractor that 
can lick even toughest jobs 
or become docile as a kit- 
ten with just a touch of 
your finger. It’s a rugged 
performer that can till, 
plow snow, mow lawns, or 
perform any of a dozen 
other chores. 


@ Convenient Hand Controls @ Full-Geared Differential 
@ Lever-Selected Gearshift 


SURE PERFORMERS WITH SALES 
POWER MIDLAND ROTARY 
MOWERS 
Your customers enjoy smooth, 
even cuts and “in-close” trim- 
ming .. . plus features like these: 
adjustable wheels to vary cutting . 
heights; adjustable handles for 
tall or short operators, easier 
storage; rugged, yet light- =ioe 
construction. 

Th 


@° 


@ 2% hp. 21” Model MPB1 
@ 2 hp. 21” Model 19MH 
@ 2 hp. 18” Model 89MH 


er OUTBOARD MARING —._~..._« 41. 


MAKERS OF JOHNSON, EVINRUDE AND BUCCANEER OUTBOARD MOTORS, LAWN-BOY POWER MOWERS, CUSHMAN COMMERCIAL AND INDUSTRIAL VEHICLES, AND PIONEER CHAIN SAWS 


; 


THE MIDLAND COMPANY 
1200 S. Rawson Ave., Dept. 259 
South Milwaukee, Wisconsin 


Gentlemen: The outstanding opportunity you offer on 


direct-dealer Midland franchises sounds good to me. Please 
send me more information. 


| 
| 
| 
NAME 
| 
| 
| 


NOW 
ITS UP TO YOU! 


You know what we offer. You know we intend to 
make Midland Garden Equipment the leader in the 
field. NOW send us this handy coupon for more 
information on how you can avail yourself of this 
outstanding profit opportunity. 


Printed in U.S.A 





COO __—_—_—————————— 


—". 


FLAT BASTARD WARDING BASTARD 


ROUND CHAIN SAW 


LOZENGE CHAIN SAW 





MILL BASTARD 
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Bob Toski “Parmaker” 


Bob Toski “World Win” 


Complete Line now available 
through D & M Wholesalers 


This quality-made line of MacGregor golf equipment is 
exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regional and na- 
tional—are won by players using MacGregor equipment 
than any other make. As in every year since MacGregor 
started manufacturing golf equipment in 1896, the Mac- 
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Gregor trade mark is recognized as truly—‘The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper- Maynard 
line that now includes MacGregor Golf Equipment! 


DRAPER-MAYNARD Sports Equipment ¢ 4861 Spring Grove Ave., Cincinnati 32, Ohio 
Plus a full line of MacGregor Putters, Utility Woods and Irons, Balls, Golf Bags 
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U-BRAND 


DIELECTRIC UNIONS 


Rugged, tough nylon is 
used in the new U-Brand 
Dielectric Fittings which 
eliminates the usual ineffi- 
cient gaskets. U-Brand di- 
electrics are designed to 
form a tight well insulated 
union that will withstand 
high temperatures and will 
also hold up under high 
pressures. The exclusive 
U-Brand design incorpo- 
rates savings for you. 


Independent lab- 
oratory tests 
show that U- 
Brand dielectric 
fittings have a re- 
sistance against 
electrical current 
7 times higher 
than other brands 
tested. 


i— Bo 


U-Brand dielectric fittings include copper sweat 
unions, galvanized unions, couplings, reducer coup- 
lings, and nylon bushings. All are available in pop- 


THE UNION MALLEABLE 


ular sizes. 


TAPERLOK 
WELL SEAL 


The most effective well seal yet devised. 
The simplicity of the construction makes 
installations a “breeze.” Made of high 
density polyethelene and zinc plated steel. 
Adapts for shallow well, deep well, and 
submersibles. We invite cost comparisons. 
The engineering and ingenuity of Union 
Malleable makes this patented item avail- 
able at a savings to you. 


MANUFACTURING COMPANY 


ASHLAND. OHIO 


Galvanized and Black U-Cote Malleable Iron 


Pipe Fittingo—Unions—Plogs and Bushings—Cast Iron Drainage and Screwed Fittings— 
Steel Nipples and Couplings—Metal Insert Fittings for Plastic Pipe. 
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LVL Nails Now Come 
In Modern 90 Ib Cadays 





Hundred-pound nail containers have gone the way 
of old-fashioned kegs! We're no longer packing 
nails that way. Now every type, size, and finish of 
top-quality DrxisTEEL Nails come only in the handy 
50-pound Nail Caddy. It is strong, durable, and 
weather-proof. It is far more convenient and easier 
to handle — both for you and your customers. 


orver (PVT Nats FOR EVER 


Here are a few of the many 
BRIGHT—GALVANIZED 


Made Only by 


ATLANTIC STEEL COMPANY « AT 
P. O. Box 1714 
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Southern 


HARDWARE 


FEBRUARY, 1959 


10,000 sq. ft. space 


1958 4 


$30,000 inventory 








1950—4275 sq. ft. space 


1350 sq. ft. floor space 


1945 


\ $1700 merchandise inventory 





SELF 
SERVICE | 


ARE | 
































Poe's Grows 


After its latest expansion, Poe's is a 
showplace both inside and out. Its 
grand opening of the new addition, in- 
vitation shown at top, drew people 
from a wide area. Marine accessories, 
an up-front item, is an example of the 
attractive departmentalized displays 


By Porter V. Taylor 


.».in size and sales 


abe ARE IN A growing com- 
munity, and our business 
has to keep pace or we will be left 
behind,” Frank Poe, Jr. stated in 
explaining the reasons for Poe's 
second expansion in less than 10 
years. 

In addition to making two ma- 


jor expansions, the South Miami, 
Florida firm also has made drastic 
changes in its inventory of mer- 
chandise and in its merchandising 
methods. Many lines such as feeds 
and seeds have been reduced, while 
others such as housewares and gen- 
eral hardware items have been in- 








Self-service plan extends far beyond 
the idea of letting the housewife 
browse among gadgets and housewares 


creased in keeping with the needs 
of the community. 

More parking facilities, better 
self-service facilities, and a tool 
rental department are some of the 
changes made. 

“These days,” Poe continued, 
“people want to park, buy, and 
leave in a hurry. In order to ac- 
commodate them, we try to keep a 
‘full wagon’ offering a complete 
one-stop shopping service for home 
and garden supplies.” 

Poe’s was founded in 1945 with 
1350 square feet of floor space and 
$1700 in merchandise. In 1950 the 
first expansion brought floor space 
to 4275 square feet. Its latest en- 


largement brings the 
floor space to over 
10,000 square feet and 
an estimated $30,000 
worth of stock. 

“After our other 
expansion,” Poe said, 
“we had a 50 percent 
increase, and this time 
we expect to see an- 
other 50 percent in- 
crease.” 

In keeping with the 
new shopping trends, Poe’s latest 
expansion features modern display 
equipment and encourages self- 
service. “It will take a little time,” 
Poe confided, “but we hope to 


For self-service, plumbing fittings are placed in a 
series of “pigeon holes" marked as to size and item 


make our next 50 percent increase 
without adding any additional sales 
personnel.” Poe’s now operates 
with seven full time employees 
plus the father and son owners, 


Poe's rental department, promoted by 
direct mail card below, is a popular 
spot. Note prominent board itemizing 
tools, also the neat rental toc! bar 





HANG ME in your Garage, Kitchen, 


Workshop or Utility Room 





DON’T tT FROM 
> 
BORROW DEN Toc 5 
| PITCHER PUMP 
PLUMBERS SNAKE 
PLOW, HAND 
| POLISHERS, FLOOR 
PRUNING SAWS 
ELECTRIC DRILLS \.-%- RAKES 


£ 
BLOCK & TACKLE 
BLOW TORCH 
CAULKING GUN 
CONDUIT BENDER 


SANDERS, BELT 
SANDERS. DISC 
SANDERS FLOOR 
SANDERS, FLOOR EDGER 
SANDERS. VIBRATOR 
SAWS, 6-8” ELECTRIC 
SAWS, HG 

SEEDER 

SHOVEL 

SKKSAW 

SNIPS, TIN 

SOO LIFTER 

SPRAYER, HAND 
SPRAYER, POWER 
TAMPING BAR 
TAMPER, EARTH 


FENCE STRETCHER 
FERTUIZER SPREADER 
FLARING TOOL 
FLOOR SANDER 


LADOER, STEP 
LADDER, EXTENSION 
LANTERN, RED 
LAWN EDGERS 
LAWN MOWERS 
LAWN ROLLERS 
LAWN SWEEPERS 
PAINT SPRAY, Elec TRUCK, HAND 
PIPE THREADERS WHEELBARROWS 


And Many Other Rentals 


Abe for Your 
HARDWARE Hon SEWARES PAINTS PLIMBING 
FERTILIZERS IY SECTICIDES GARDEN TOOLS 
POWER MOWERS - BAKR-B-Q SUPPLIES 


POE’S 
SOUTH DIXIE HWY. ot LEJEUNE ROAD 
MO 7-6413 Coral Gables 
= 














Typical displays of items designed to 
meet all needs of home-owners are the 
wall section devoted to garden tools, 
the large variety of mail boxes, and 
elaborate array of kitchen gadgets 


and one weekend employee. 

The result of the remodeling and 
expansion is a store as modern as 
tomorrow. The store exterior has 
a new finish with a large neon sign, 
plate glass windows from floor to 
ceiling all along the front and 
across part of one side, and off- 
street parking facilities for about 
50 cars. The store is located on U. 
S. Highway #1 at the crossroads 
between Miami, Coral Gables, and 
South Miami. In addition to being 


in the trading center of this heavily 
populated residential area, the 
store is on the only main route 
from Miami to the farming areas 
to the South. The outside appear- 
ance plus the plate glass front with 
the well lighted interior draws 
large numbers of customers from 
the highway traffic 

The inside of the store was 
planned carefully for eye appeal 
and self-service. 

From the brilliant rows of neon 
lights along the acoustical ceiling 
to the colorful gleaming tile fleor, 
everything is arranged in spotless 
displays on supermarket type gon- 
dolas. 


Merchandise is departmentized 
with each of the 40 sections being 
plainly designated with square 
markers bearing numbers and de- 
scriptive identification. The store 
has a checkout stand up front, and 
shopping carts similar to those used 
in supermarkets are available for 
customers who want to browse and 
serve themselves 

The plan for self-service extends 
far beyond the idea of letting the 
housewife browse among gadgets 
and household goods. For example, 
the plumbing and electrical de- 
partments: special display equip- 
ment has been designed so that the 


builder or service man can find 


During grand opening, hostesses were on duty to serve refreshments to visitors. 
Patrons also were attracted to area where rental tools were set up for action 
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exactly what he needs without as- 
sistance from salesmen. Galvanized 
fittings, valves, bibs, etc. are locat- 
ed under one of the departmental 
numbered signs. They are in a 
series of pigeon holes which are 
marked plainly according to size 
and item. For instance, the 1/8 size 
in such things as close nips, short 
nips, 2” nips, etc. is located on the 
same row of shelving with the size 
indicated on the row and the item 
description on the top of the 
shelves. The next row contains the 
same items in 1/4 size directly un- 
der the same overhead description, 
and the next row 3/8 size, and so 
on. From a display like this, a man 
who knows what he is looking for 
can come in and select it at a 
glance. 

Three sections of wall displays 
are used for various tools, and a 
neon lighted overhead canopy adds 
eye appeal to that department. 

All display gondolas have peg- 
board back pieces, with adjustable 
metal shelf holders and metal 
stripping for price markers. 

When Poe’s’ was originally 
founded in 1945, the surrounding 
community was not so _ thickly 
populated and the major portion 
of its volume consisted of seeds, 
feeds, and fertilizer. Mr. Poe, Sr., 
who has 35 years background in 
the fertilizer trade, had his own 
fertilizer formula packaged under 


48 


Adjustable shelving on sides and ends of gondolas make 
each department easily adaptable for any line of mer- 
chandise. Note paints and portable tools showa at lefi 
and below. Pet accessories department, like all others, 
is plainly identified with an overhead number marker 


his brand name “Poe’s_ Tropic 
Grow.” This was considered neces- 
sary because of the peculiar rocky 
calcium condition of the Florida 
soils, and fertilizer sales still ac- 
count for about one-third of Poe’s 
volume because people have 
learned to trust the name. How- 
ever, feeds have been discontinued, 
and the seed department has been 
reduced drastically in favor of 
other merchandise now more in de- 
mand, Among the lines replacing 


seed and feed are plumbing sup- 
plies, electrical supplies, and 
housewares. 

Another department added a few 
years ago is a tool rental service 
which has grown rapidly and 
proves to be a real drawing card 
A large bulletin board on the wall 
near the front entrance lists most 
of the 156 tools offered for rent 
One side of a display gondola is 
used also to display some of these 

(Continued on page 88) 
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THE SOUTHERN MARKET 
FOR HOUSEWARES 


LOOK OVER the various departments in 
your store for a moment and make a men- 
tal check of those on which volume prob- 
ably could be increased. Chances are your 
housewares department will be one of the 
first you consider. 

If so your reaction is a natural one, for 
no matter how attractive this department 
may already be, no matter how complete 
the stock may seem, there is no other de- 
partment which can be so frequently 
changed to advantage. No other depart- 
ment has such a glittering array of prod- 
ucts. No other department can be made to 
lend more sales appeal to your entire 
store. 

Better yet the opportunity for improv- 
ing turnover is perhaps as great in this line 
of merchandise as in any other. The 
problem is this: are you making the most 
of the opportunity for these added sales 
and profits? 

The Southern market offers many 
natural advantages for the sales of house- 
wares. First of all, in the many small 
towns of the South no other business is a 
more logical outlet for sales of all types of 
housewares. With a proper inventory and 
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with effective display and promotion cus- 
tomers can be conditioned to going just 
about automatically to the hardware store 
to buy these products. 

But to build up this kind of consistent 
store traffic there are certain essentials that 
must be given full consideration. Inven- 
tory should be carefully planned and con- 
tinuing purchases should capitalize on the 
many new colors and styles in housewares 
that are designed to make the home 
brighter and more attractive. Within the 
housewares department careful depart- 
mentization should be carried out and 
orderliness is an absolute must if products 
are to maintain their maximum sales ap- 
peal. 

Various seasons of the year—picnic time, 
holiday outings, plus the gift occasions— 
lend themselves to the special promotions 
that increase turnover and lead to more 
substantial profits. 

As a traffic builder and as a profit build- 
er no line can be more important to the 
Southern hardware retailer. 

Articles on following pages highlight the 
extent of this sales opportunity and what 
a number of dealers are doing about it. 








Southern Hardware 


TRADE SURVEY 


ousewares 
istribution 


@ Southern Hardware's market study shows that 
housewares account for important volume 
for both wholesalers and retailers 


keer THE TYPICAL southern hard- 
ware wholesaler and retailer, 
the varieties of products compris- 
ing the housewares line have out- 
grown in importance their former 
specialty classification. These prod- 
ucts are virtually staple items in 


both the wholesaler’s and retailer’s 
inventory and presently account 
for a major share of annual vol- 
ume. 

The importance of housewares in 
the operations of both wholesalers 
and retailers and the leading role 
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which both branches of the trade, 
in turn, play in the distribution of 
housewares down South was high- 
lighted in the results of separate 
surveys recently conducted by 
SOUTHERN HARDWARE among a 
large number of wholesalers and 
retailers in the 16 southern and 
southwestern states. 

Among those distributors par- 
ticipating in the survey, annual 
sales of housewares range from two 
to one high of 60°. For the typical 
wholesaler, sales of the variety of 
products in this line average an 
impressive 19°. This rather clear- 
ly indicates the importance of the 
hardware wholesaler in the volume 
distribution of housewares mer- 
chandise down South. 

At the retail level the situation 
is no less impressive. Hardware re- 
tailers participating in the market 
study—and these included dealers 
in the small towns of 5,000 persons 
or less through those dealers lo- 
cated in larger cities and metro- 
politan centers—report sales of 
housewares extending from $500 to 
as high as $60,000 annually. 

Accompanying this article are 
two boxes in which are listed the 
various products handled by both 
wholesalers and retailers and the 
percentages handling individual 
items. 

It will be noted that almost all 
items in this list are carried by a 
substantial majority of wholesal- 
ers. As a matter of fact, only five 
items in list of products are carried 
in inventory by less than 50% of 
the wholesalers participating in the 
survey. One variance in the two 
lists perhaps needs particular ex- 
planation. In some instances the 
percentage of wholesalers carrying 
certain products is larger than the 


percentage of dealers handling 
those same items of merchandise. 
The reason here is that the typical 
wholesaler sells to a large number 
of outlets, sales not being con- 
fined solely to the hardware trade. 

Among wholesalers there prob- 
ably is no such thing as a typical 
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inventory, the various items in 
stock in one house not always be- 
ing present in the stock list of 
another wholesaler. And no one 
product stands out as accounting 
for the heaviest volume of sales. 
However, 33° of the reporting 
(Continued on page 90) 





4 


When the Cozier store was remodeled three years ago, open display windows 


were planned so that pa 


ssersby could see entire store. At night, the store 


is well-lighted so merchandise and fixtures can be seen from the street 


The store is planned so that women cus- 
tomers may browse about store and 


buy, using circulars as a guide 


Planned Promotion Is His Key 
to building $125,000 annual volume 


ECENTLY COZIER’s Wharton 

Hardware, Wharton, Texas, 
bought a sample rotisserie, hoping 
that possibly there was a market 
for rotisseries in this barbecue 
country. David Cozier set it in one 
of the display windows and it re- 
mained for several days without a 
single inquiry about it. Then late 
on Saturday afternoon, knowing 
that he and Mrs. Cozier and the 
employees would be working late 
and would have to go out for a 
snack, he connected the rotisserie 
and bought enough beef to feed the 
entire store force. He put on the 
meat, switched on the electricity, 
and cooked the meat in the win- 
dow. 

He saw a number of people stop 
and watch the operation but still 
nobody came in to inquire. When 
the meat was ready, he switched 
off the power and served up the 
tender beef sandwich style to all 
employees and to a couple of cus- 
tomers who were present. 

Early Monday morning a woman 
came in and said she wanted “that 
gadget in the window” that was 
cooking meat Saturday night. Be- 
fore the day was gone, two more 
women came in and wanted the 
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By Ruel McDaniel 


rotisserie. That was enough en- 
couragement for Cozier. He placed 
a sizable order and rotisseries have 
been selling well since. 


Although this was a minor and 
more or less spur-of-the-moment 
promotion, it is typical of how this 
store builds store traffic and busi- 
ness through regular promotions. 

“In a town as small as ours,” 
Cozier said, “you might think that 
promotions can’t help a great deal 
because everyone knows us any- 
way. But that is not true. We find 


that people in small towns will re- 
spond just as quickly to sound pro- 
motions as they will anywhere.” 

Promotions have helped Mr. and 
Mrs. Cozier—she handles all house- 
wares and gifts—to build a sound 
$125,000 volume in a small town 
where three hardware stores and 
several other retail outlets carry- 
ing many hardware items vie for 
business. 

“True, everybody knows where 
we are and that we stock hard- 
ware and housewares,” Cozier 
stated, “and doubtless we would 
get our share of the business by 
waiting until somebody wanted 
something in our lines. But now- 
adays it’s dangerous to wait until 
someone decides he wants some- 
thing from the hardware store and 
comes in and asks for it. With 
regular promotions, we strive to 
create desire in the minds of peo- 
ple, especially women, to buy 
things they had not thought of 
needing before. We must create 
additional business to augment 
that natural drop-in volume.” 

The base of the Cozier promotion 
is made up of ten circular mailings 
each year. These circulars are sup- 
plied by two large wholesalers and 
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The angle of the display islands serves 
@ triple purpose. It allows the exposure 
of more merchandise to the shopper, 
makes the department look more at- 
tractive, and appear larger 


merchandise is stocked to meet the 
features of the promotion, if such 
stock is not already on hand. 

The company mails this two- 
color circular to 3,000 customers 
and prospects. Most of the names 
are obtained from the open ac- 
count books over a period of sev- 
eral years; some are from the tele- 
phone directory, and still others 
are the result of Cozier’s acquaint- 
ance in the area. He checks the un- 
deliverable circulars from each 
mailing in order to keep the list 
current. 

He has experimented with vari- 
ous days of the week for mailing 
and he finds that circulars mailed 
on Thursday pull more business 
than those mailed on other days. 
He reasons that by mailing on 
Thursday he not only reaches 
prospects in time for a strong 
week-end attention but some 
cumulative effect of the mailing 
extends over to the second week- 
end. 

He recently bought his own ad- 
dressing machine to cut down the 
cost of mailing the circulars. 

In addition to his own 10 mail- 
ings a year, Cozier participates 
with a number of other local mer- 
chants in a monthly trade’s day 
promotion, whereby they mail a 
six-page circular to nearly every- 
one in the trade area. 

One of the major traffic-builders 
the Coziers use to bring women 
into the store is the toy depart- 
ment and its location. It is just 
back of one show window, and 
animated toys in the window in- 
variably attract most children who 
pass. They influence their mothers 
to come in so they themselves may 
see the toys. 

Once, inside, the youngsters get 
the red carpet treatment. Although 
most mothers warn their children 
against handling the displayed 
toys, Cozier contradicts the anxious 
mothers. “Let them play with any- 
thing they can reach,” he said. It 
makes the toy department a mag- 
net for kids—and, of course, their 
mothers come in with them. 

“Of course we lose a toy now 


At front of store is toy department, 
which attracts women to store through 
appeal to children, who are permitted 
to play with “all toys they can reach" 
while their mothers are busy shopping 


and then through breakage,” 
Cozier admitted, “but the loss is 
nothing compared to the extra 
traffic the policy creates. Mothers, 
who worried for fear their children 
will break some toy for which they 
will be expected to pay, leave the 
children in the toy department and 
wander leisurely about the store. 
So doing, they find something they 
need.” 

When Cozier remodeled the 
store about three years ago, he de- 
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cided to construct all display win- 
dows open, so that people could 
see throughout the store at night. 

“I was advised against it by 
some experts,” he stated, “but I 
argued that it was foolish to pay 
$1,000 for display windows and 
ten times as much for display fix- 
tures—and then hide them with 
those thousand-dollar windows.” 
He keeps the store well-lighted at 
night, so that most of the $10,000 

(Continued on page 88) 








Merchandising Formula for... 


7. AND housewares depart- 
ments can be welcome addi- 
tions to the hardware dealer’s 
lines, but three essentials must be 
considered constantly to make 
them profitable” is the experienced 
opinion of M. Douglas Hollberg, 
owner of Douglas Hardware Co. 
and Douglas, two stores in Griffin, 
Georgia. 

“Selection of items, store loca- 
tion, and the type of clientele yo. 
are serving determine your suc- 
cess,”’ Hollberg continued. “A deal- 
er must exercise judgment in 
selecting items, for every item he 
puts in must appeal to the custom- 
er he wishes to serve. 


“Many dealers fail to make 
gifts and housewares go because 
they are not selective enough. Buy- 
ing these items requires the pur- 
chase of hundreds of individual 
items from the lines of many man- 
ufacturers. This suggests visiting 
the gift and housewares shows, 
and picking suitable items from 
the thousands displayed. 

“In my opinion, it’s a mistake to 
buy most of a line of gifts or 
housewares just because the man- 
ufacturer’s agent gives you a spe- 
cial price, yet I've seen hardware 
dealers do just that. No line is one 
hundred percent suitable for your 
customers or your locality. In ad- 
dition, every line has its outstand- 
ing items—those that are par- 
ticularly attractive, different, and 
just right for your customers. 

“There are several reasons why 
the Douglas store, where most of 
the gifts and housewares are dis- 
played, has been successful. This is 
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Gifts and Housewares 


By C. L. Lorentzson 


<4 Pis\es 
a tl 
Manager Akin suggests an item in milk glass to customer as an attractive gift for 


a wedding. Note the effective use of peg board and counters to departmentize 
items, thus encouraging browsing and focusing attention on individual lines 
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Customer examines grape display on top of gift counter adjacent to main traffic 
aisle to front door. Artificial fruit and flowers are frequently purchased along 
with their appropriate containers. Owner Hollberg stands at right in background 
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Customer, assisted by salesiady, selects fruit from the colorful trellis display located at window. Items are stocked b. low 
in neat boxes as semi-self-service feature. China is on counter in foreground. L. H. Beck supervises the Garden Center, 
located adjacent to gifts and housewares. Many plants are sold with planters; also the plants boost sales of garden supplies 


the block on the main street where 
the more exclusive men’s and 
women’s apparel shops, shoe shops, 
jewelry stores, and department 
stores are located. This brings the 
type of customer interested in 
quality gifts past our store every 
day of the week. 

“If we moved down the street 
two blocks to the position occupied 
by the other store, the gift depart- 
ment volume probably would be 
considerably less.”’ 

Gifts and housewares were 
started in a small way several 
years ago. They occupied a space 
only 12 feet by 12 feet along one 
wall near the front of the store. 
Now over one-half of the down- 
stairs area, 57 feet by 36 feet, is 
devoted wholly to these items, and 
a considerable part of newspaper 
and radio advertising is used in its 
promotion. 

Through years of experience, 
Hollberg has narrowed the num- 
ber of items that are most profit- 
able, move easily, and yet remain 
high in customer preference as 
gifts for weddings, bridge parties, 
showers, birthdays, graduations, 
and the like. A rundown of the 
most popular items is as follows: 

Milk Glass—fruit bowls from 
$5.50 to $10.00; candle holders 
from $2.95 to $6.60; compotes from 
$3.00 to $10.00; candy dishes from 
$3.00 to $7.50 are most outstand- 
ing. 

Brass—candie holders from 
$3.00 to $20.00; planters from $3.00 
to $20.00; fruit bowls from $5.00 to 
$7.50; and wall plaques from $1.98 
to $9.00 are best sellers. 

Flower containers—These pro- 
vide a substantial volume. Ceram- 


ic types from $1.00 to as high as 
$8.00 are particularly good sellers 
According to Mrs. Flynt who 
supervises this department, these 
turn over rapidly, going for bridge 
party gifts and similar occasions 
In addition, artificial fruit and 
flowers, which frequently are pur- 
chased as additional items with the 
flower containers, sell well. All 
kinds of fruits, retailing from 49 
cents to 98 cents, and including 
apples, plums, tangerines, peaches 
lemons, bananas, pears, pineapples 
and scuppernongs are good items 
Grapes sell better than most, and 
a mixed variety of fruits for table 
displays is next in popularity 
Stained pine, hand-rubbed, is 


now very popular in woodenware 
with compotes ranging from $4.50 
to $8.00, picture frame planters 
from $4.98 to $5.98, letter racks 
from $4.00 up, and planter buckets 
from $4.95 to $10.95 selling best 

Woodenware is also good in 
kitchen items. Salt and pepper 
shakers from 98 cents to $1.98; 
breadboxes at $12.95; recipe boxes 
retailing from $1.49 to $5.95; paper 
towel dispensers at $10.95; spice 
racks from 98 cents to $7.98 (with 
jars) are also good 

Hollberg carries a leading line 
of crystal, stocking the most pop- 
ular patterns of the line 

Ceramic cup and saucer sets 

(Continued on page 92) 


Salesiady in background straightens figurine stock in the large gift and house- 
wares department—the department which has grown from 144 to 2000 square feet 
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Mrs. Helen Ramsburg shows custom- 
er an appropriate item for a newly- 
wed. She also helps young women 
plan how to equip their kitchens 


These shelves illustrate the wide 
variety of stock that is the key to 
this Berryville, Va., firm's ability 
te make three stock turns a year 


Gifts are displayed near the store 

entrance to catch customer's im- 

mediate interest. Displays are kept 
clean and orderly 
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Variety 


By Beatrice Miller 


+ Promotion 


= are two keys to a big 
volume in housewares: wide 
variety of quality stock in useful 
items, and the knowledge of their 
applications and use. This has been 
the experience of Oscar Ramsburg, 
owner of Ramsburg’s Hardware in 
Berryville, Virginia. Ramsburg 
and his wife, Helen, manage to 
turn a $5,000 housewares stock 
three times a year. 

By wide variety of stock Rams- 
burg referred to the staple stand- 
bys of aluminum, stainless steel, 
enamelware, and glass, as well as 
the new materials of plastic and 
rubber. Gift housewares of fine 
porcelain and china, earthenware, 
and items in copper, bronze, 
pewter, and glass are included. 

“As a third essential, I would 
add letting the community know 
how large and complete your 
housewares stock is by inviting 
them in for showings through a 
social tea combined with interest- 
ing displays. Attractive windows 
constantly changed and direct mail 
can help do this,” Ramsburg said. 

Ramsburg stresses the quality of 
his stock. “When people come into 
a hardware store looking for 
housewares, they are looking for 
quality. They know the store in 
town offering price.” 

Gift housewares at Ramsburg’s 
store are displayed at the entrance, 
with tables and shelves leading 
back in open display inviting 
browsing and handling. The house- 
wares display window is changed 
every Monday morning. 

Mrs. Ramsburg takes an active 
part in the housewares business. 
She is a_ college-trained home 
economist whose classes with 
young adults in homemaking, 
women in garden clubs, and 
youngsters in 4-H clubs bring 


— Turnover 


townspeople into the store seeking 
her advice on every phase of home 
and garden improvement. 

“It is my belief,” Ramsburg 
commented, “that housewares 
thrive when handled by a com- 
petent woman. It is a woman's 
natural field; she is better e- 
quipped than a man because she is 
closer to household problems and 
has a better understanding plus the 
language to talk to other women. 
She knows the use of each item, 
which item serves best when a 
young working woman has limited 
time to prepare meals—and this 
frequently happens these days.” 

In June a bride’s table is set up 
with kitchenwares that a young 
woman just setting up a household 
will need. This is arranged by Mrs. 
Ramsburg, who also offers advice 
about gifts for the bride-to-be 
when schoolmates, friends, and 
relatives give showers. She also 
helps young married women set up 
their first kitchens as economical- 
ly and efficiently as their budgets 
allow, planning with them essen- 
tial primary needs which can be 
added to in time. 

In late summer and early fall 
Ramsburg starts the store’s buy- 
ing. Later, during the first week in 
October and again in November 
the store has a social tea, sending 
out some 1,000 invitations for its 
housewares showing. Serving as 
hostess, Mrs. Ramsburg circulates 
with three assistants among her 
guest customers selling whenever 
an item is wanted, discussing spe- 
cific customer interests, and bring- 
ing items and customers together. 
Door prizes are given at each of 
these gatherings. Ramsburg esti- 
mated that each party costs about 
$25. 

(Continued on page 92) 
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Well-Planned L 





J. D. Harlan, left, finds small electrical appliances popular 
especially with women who have their own pay check. Toast- 
ers and small electric mixers are especially fast selling items 


ocation 


doubles dealer's housewares volume 


A FEW YEARS ago, before indus- 
try began moving into the 
small towns of the South and 
Southwest, a retail location any- 
where on the main business street 
was good enough. Son followed 
father in the old hardware store, 
perhaps modernizing occasionally 


By Sophie W. Ellis 


with a new front and fixtures. 
Today, modernization is not 
enough to attract the sizable vol- 
ume necessary for prosperous op- 
eration. Location must be selected 


Since store modernization, housewares and giftwares are two 
particularly attractive departments and serve as major traf- 
fic builders. In addition, items sell good the year cround 
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with shrewd deliberation, accord- 
ing to J. D. Harlan, owner of the 
Trumann Hardware Co., Trumann, 
Arkansas, who operated his store 
for several years on the main street 
of the prosperous little agricultur- 
al town. 
(Continued on page 94) 





To back up his emphasis on color, 
Owner George W. Knight carries a 
full line of paint and accessories 


By Luther Kohr 


Color is dealer's key to 


Rapid Turnover 


a OR RAPID turnover in house- 
wares, the secret is to keep 
in step color-wise,” according to 
George W. Knight, owner of 
Knight's Hardware store in Clear- 
water, Florida. And he confesses 
that his wife takes her place in the 
store to “coach” him along this line 

“She keeps me up-to-date on the 
ever-changing tastes of the ladies 
so I stay constantly alert as to the 
contribution color makes in suc- 
cessfully merchandising items such 
as plastic waste paper baskets, can- 
isters, enamelware, cabinets, towel 
racks, bathroom fixtures, and even 
paint itself.” 

Mrs. Knight advises that a blue 
is almost a dead item in the kitch- 
en and that reds and greens are 


not far behind while pink is be- 
coming almost as popular as tan 
and turquoise. 

“All this is a headache,” her hus- 
band stated, “for in trying to keep 
our stock and store looking attrac- 
tive and up-to-date, sometimes we 
unfortunately find that wholesal- 
ers are not carrying a complete 
line of pastels.” 

Mrs. Knight explained it this 
way. “A lady who is what we con- 
sider a good customer purchased a 
canister set in pink and grey which 
caught her eye. She returned a 
couple of days later and said her 
husband thought that she should 
now have one of those three-way 
combination racks for the paper 
towels, wax paper, and aluminum 


Knight's Hardware offers variety and color in its line of housewares, which is kept up-to-date to please ladies’ changing tastes 
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foil to match. Well, when the lady 
suggested it, I thought it was a 
natural and that we should have 
stocked it in the first place. But 
do you know when we began ask- 
ing around among the wholesalers, 
we couldn’t find it anywhere. The 
lady kept coming in fairly often, 
but after six months went by she 
dropped in and triumphantly an- 
nounced to our very great embar- 
rassment that she had found exact- 
ly what she wanted and in precise- 
ly the same shades of pink and 
grey in a store in another com- 
munity not too far from us. 

“We certainly wouldn’t impress 
our customers with our resource- 
fulness if something like this hap- 
pened often,” Mrs. Knight said. 

The Knights are firm believers 
in advertising and promotion to 
pull traffic into the store and they 
believe in keeping abreast of what’s 
new. Knight stated, “I have operat- 
ed this store in Clearwater for a 
little over four years and approxi- 
mately one-tenth of that time I 
have been away—getting ideas! I 
have traveled through most of the 
southern states and as far up the 
Atlantic Seaboard as Portland, 
Maine, visiting hardware stores. I 
make such a trip every year, and 
I also attend conventions.” 

Due to grocery store, super 
market, discount house, and stamp 
redemption store competition, 
Knight stated that many of the 
hardware stores he has visited have 
the same policy as he has—that is, 
to no longer carry the small elec- 
trical housewares appliances that 
he did a short time ago 


Because of the decision to elim- 
inate electrical housewares, Knight 
feels that it is doubly important 
to stock a greater variety of other 
housewares and to keep in mind 
the influence of color. 


Parking space for about 15 cars is pro- 
vided in the front and rear of store. In- 
side, customers are attracted to the 
well-arranged housewares display s. 
Mrs. Knight is largely responsible for 
keeping store abreast on ictest trends 





Discussing the sales contest on house- 
wares which got under way on January 
1 are James J. Autrey, center, company 
vice-president and in charge of Beck 
& Gregg's housewares department, and 
members of his staff, from left: Nellie 
Holbrook, Howard Graves, and Frank 
Burton, Jr. The contest provides prizes 
for both dealer customers and company 
salesmen 


Beck & Gregg Launches Contest 


to Increase Housewares Sales 


THE importance of housewares 
both at distributor and retail lev- 
els is being forcefully recognized 
by Beck & Gregg Hardware Co., 
wholesalers in Atlanta, Ga. 

In January the company launch- 
ed a sales contest designed to en- 
courage both company salesmen 
and dealer customers to put new 
emphasis on promoting this line. 

This sizable promotional under- 
taking is but another example of 
what southern hardware whole- 
salers are doing to more firmly 
establish the distribution of house- 
wares through the hardware trade. 

The company’s objective will be 
to show in the six month period of 
the contest, January 1 through 
June 30, a 334% percent increase in 
housewares sales over the same 
period in 1958. 

To achieve this impressive goal, 
the company has provided some 
impressive incentives for salesmen 
and dealers. 

According to James J. Autrey, 
vice-president in charge of the 
housewares department, the win- 
ning salesmen will be determined 
by those showing the greatest per- 
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centage of increase over the same 
six month period of 1958. The com- 
pany has announced prizes that 
should assure maximum interest 
and effort on the part of its sales- 
men. Prizes for the first through 
fourth place winners are as fol- 
lows: 

(1) An all expense paid three 
weeks trip to Europe for the sales- 
man and his wife. 

(2) An all expense paid two 
weeks trip to Hawaii for the sales- 
man and his wife. 

(3) An all expense paid trip to 
Las Vegas for the salesman and his 
wife. 

(4) An all expense paid trip, one 
week in Miami and one week in 
Cuba for the salesman and his 
wife. 


Prizes for Dealers 


Dealers also are provided with 
a real incentive in the form of cash 
prizes to participate in the contest. 
Winners will be judged on the 
basis of photographs showing the 
greatest improvement in store ap- 
pearance during the contest period. 


SOUTHERN 


Here’s how it works for dealers: 
Beck & Gregg customers who want 
to compete in the contest were 
asked to submit to Mr. Autrey as 
soon after January 1 as possible 
photographs showing outside win- 
dows or the entire exterior front 
of stores, plus a view of the entire 
interior or of the housewares de- 
partment. Similar photographs 
should be taken again as near to 
June 30 as possible and again sub- 
mitted to the Beck & Gregg of- 
ficial. 

Winning dealers will be deter- 
mined by those photographs show- 
ing the greatest improvement dur- 
ing the contest period. The winning 
dealer will receive $1,000, with 
second and third place winners re- 
ceiving $750 and $500 respectively. 

The photographs will be judged 
by an impartial panel of judges 
named by Beck & Gregg. 

As the contest got under way, 
dealers were offered numerous 
items in the housewares line at 
special prices and during the re- 
maining weeks of the contest addi- 
tional merchandise will be made 
available to dealers at special 
prices. 

The company aim, very simply, 
is to sell more housewares and to 
do so by letting customers and 
company salesmen profit to the 
maximum extent. 

“Our goal has been set at a 
3314% increase for the period,” 
Mr. Autrey said. “Frankly, we 
hope to exceed this quota.” 
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00 tee this one 


It's a Sherman Sprinkler*, of course! 
The eye-appealing design stops traffic, 
the superb workmanship sells, and the 
outstanding performance satisfies. 


YouWh do better with JH PI RPA PI-O5 yours beat | 


write for 1959 catalog HS9 


Mode! 2-S-1 shown 
retails at $13.95 
Mode! M-1 $10.95 
Model J-1 $8.95 


wv SPRINKLERS F< | 


H. B. SHERMAN MANUFACTURING COMPANY 


Battle Creek, Michigan 
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MARLEX’ 


linear polyethylene 
makes housewares news! 


MARLEX is a rigid, durable premium-quality material used for 
hundreds of heavy-duty industrial and commercial applications, as 
well as for attractive home products. 


VIRTUALLY INDESTRUCTIBLE . . . Housewares made of MARLEX 
plastic are tough and strong! Bend ‘em, boil ‘em, bounce ‘em. . . 
MARLEX can take it. 


EXCELLENT RIGIDITY ...If you have been buying housewares made of 
soft conventional polyethylene or rubber compounds, you'll be agree- 
ably surprised by the sturdy structural rigidity of MARLEX articles. 


BETTER TEMPERATURE RESISTANCE ... You can freeze MARLEX 
housewares at temperatures as low as 180° below zero without damaging 
them . . . and heat them up to as high as 250°F! You can boil or steam- 
sterilize MARLEX housewares . . . wash them in automatic dishwashers. 


“DIAMOND GLOSS" FINISH . . . Housewares made of MARLEX can 
be designed in any color desired. The hard, glossy surface of this new 
material has superior abrasion resistance and is very easy to clean and 
maintain . . . won't chip, rust, dent or discolor! 


GREATER CHEMICAL RESISTANCE... MARLEX is unaffected by most 
acids, alkalies, detergents, greases or oils. It has very low permeability 
to most liquids and gases. And it is nonabsorbent and waterproof. 


NONALLERGENIC . . . MARLEX is compatible with all body tissues. 
It is even used for surgical sutures, tubes and prosthesis materials. It is 
odorless, tasteless and nonirritating . . . excellent for kitchenware and 
food containers! 


CORROSION-PROOF, ROT-PROOF, BACTERIA RESISTANT... No 
matter how long you subject MARLEX to hot, humid tropical condi- 
tions it never rots, rusts, discolors or mildews. Bacteria cannot attack it. 
Perfect for the Southern and export markets. 


LIGHTWEIGHT—FLOATS ON WATER!... Even though MARLEX 
polyethylene products are exceptionally tough and rugged, they are very 
light in weight. For example, items made for use aboard boats will 
actually float if accidentally dropped overboard! 

MORE VERSATILE, ECONOMICAL .. . MARLEX can be molded into 
attractive, colorful kitchenwares or heavy-duty radiation shielding for 
atomic energy reactors. It can be extruded into filaments for making 
cloth, rope, shoe uppers or industrial filters. It can be extruded into 
sparkling clear transparent packaging film that can be boiled and heat- 
sealed. And it can be heat-formed into a wide variety of articles such as 
frozen food containers, luggage and TV cabinets. In most cases it is the 
least expensive material available that can meet required specifications. 
In fact, no other type of material can serve so well and so economi- 
cally in so many different applications ! 


*MARLExX is a trademark for Phillips family of olefin polymers. 


MARLEX 


PLASTICS SALES DIVISION, 
PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 
Bartlesville, Oklahoma 


Look for the MARLEX 
label — your assurance 
of quality and durability 





NEW PRODUCTS 





New Easy-To-Clean 
Waste Baskets With 
High-Gloss Finish 


Housewives, hotels, restaurants and in- 
stitutions will find these new MARLEX 
linear polyethylene waste baskets far 
superior to traditional types, according 
to the manufacturer 

MARLEX plastic waste baskets, made 
by the Plas-Tex Corporation, are ultra- 
light and virtually unbreakable 
won't rust, chip or dent. MARLEX also 
offers outstanding resistance to heat, 
cold, chemicals, corrosion and abrasion. 

Plas-Tex baskets are perfect for use 
in bathroom and kitchens, nurseries 
and rumpus rooms, in gardens and on 
board boats. There is a style and color 
for every room. Tight-fitting, odor- 
sealing lids are optional 

These new waste baskets nest and 
stack compactly. Being seamless with 
rounded corners, they are easy to clean 
and maintain, and more sanitary. They 
can be readily washed with detergents, 
and even with boiling water! 

Having excellent resistance to heat and 
cold, this new waste basket is good for all 
types of applications in homes, offices 
and factories. Hospitals will welcome 
waste baskets and containers made of 
MARLEX because they can be sterilized 


to hospital standards...and they are quiet! 


Plas-Tex’s new waste baskets should 
retain their original attractive appear- 
ance indefinitely. Their surface resists 
stains and abrasions. And most impor- 
tant of all—waste baskets made of 
MARLEX are strong and tough. They 
don’t crack, bend, splinter, chip or break 

. even when dropped on the floor! 
Futher information can be obtained 
from The Plas-Tex Corporation, 2525 
Military Avenue, Los Angeles 64, Calif. 








sin 
merchan™ IMAG IC/ 


Brand New Colors! 
Copper Tan Silver Grey 
New Material! 
MARLEX* Linear 
Polyethylene 


PLAS-TEX 
Exclusive! 
Diamond Gloss" Finist 


(a whisk and it’s clean) 


EG tor 5’ 


wastebasket 


ra BONUS PACK 


Here’s the Dea/ Buy 15...Get 18! 
RETAIL PRICE TOTAL 


QUANTITY PT NO. ITEM EACH RETAIL 

6 ea. PT-602 Medium Wastebasket (15 qt.) 1.98 11.88 

6 ea. PT-603 Large Wastebasket (22 qt.) 2.98 17.88 

| 6 ea. PT-607 Kitchen Wastebasket (35 qt.) 3.98 23.88 


if PT-106 BONUS PACK RETAIL VALUE 53.64 
~~ Asst. Colors: Red, Yellow, Pink, Regular Dealer Cost 32.40 
| Joasrenasnr Turquoise, Silver Grey, Copper Tan “6 tor 6” Dealer Cost 27.00 oo 


Made of New L:near"Poiyethyiene 1 Carton-Display Shipper 
= (_” Shipping Weight 35 Ibs DEALER PROFIT 26.64 


— 


—— Almost $0% 


ORDER NOW! Available from these PLAS-TEX “Program” Jobbers! 























ALABAMA: Knox Hardware Co MARYLAND: SOUTH CAROLINA: Findlater Hardware 


Moore-Handiley Hardware Co., inc. London Hardware Belair Housewares Ltd Sullivan Hardware Hall eyo Co., Inc 
Teague Hardware Co Mason Hardware Inc 4 , Huey and Philp 
MISSISSIPPI: TENNESSEE: Momsen-Dunnegan-Ryan Co 


Wimberly & Thomas Hardware Co Pensacola Hardware 
J Louis Wohl Kennington Co C. M. McClung Co., Inc Peden iron & Stee! Co 
DISTRICT OF COLUMBIA: exeneia: NORTH CAROLINA: Orgill Brothers & Co Southwestern Sales Co 
Pelzman-Grob Company re ae ——s Stratton-Warren Hardware Co. — The Schoelikopt Co 
w 

vod x aed a Jernigan Hardware Odell Hardware Co., inc TEXAS: Watts Hardware & Supply Co 

adg! & Company Paimeur Narénere OKLAMOMA: Allensworth-Carnahan Co Zork Hardware Company 
FLORIDA: Peeler Hardware Co . Amarillo Hardware Co VIRGINIA: 

Co.. | interstate Distributors inc Black Hardware Co 

an oo nc. LOUISIANA: Oklahoma Hardware Universal Products Co 

oolmasters inc. 
Florida Housewares inc. heey mm they 
The S. B. Hubbard Co. 
Kents Hardware 


Allison-Erwin Co 


THE PLAS-TEX CORPORATION + 2525 Military Avenue - Los Angeles 64, California 








Here's Visible Evidence that 


MOTO-MOWER MEANS BUSINESS! 
mT 


MOTO-MOWER ... 


For more information use Handy Return Card, Page 101 SOUTHERN HARDWARE for FEBRUARY, 1959 


a 


Eye-Catching Display Pieces 

to Draw Prospects Right 

Into Your Store 

COLORFUL WINDOW BANNERS — Big, inviting 


Moto-Mower window banners ... to stop passersby and 
bring them inside. 


AUTHORIZED DEALER DECAL — Identifies you im- 
mediately as an Authorized Moto-Mower Dealer, where 
people can buy with confidence. 


Colorful Inside Point-of-Sale 
“Salesmen” To Pull Prospects To 
MOTO-MOWERS on your Floor 


PENNANT STREAMERS—Colorful 16-foot pennants 
that can be strung across your window or store to help 
sell Moto-Mower and other garden items. 


WALL POSTERS —A full-line poster that shows all 
Moto-Mower models and lets you point out the features 
of each to the customer. 


FLOOR DISPLAY STAND—New, unusual. Attracts 
customers to Moto-Mower floor models like a magnet. 
Acts as a “silent salesman.” 


HANDLE CARDS—Die-cut to fit the handles of your 
deluxe Moto-Mower floor models . . . providing quick 
sell on features. 


DAY-GLO FEATURE TAGS—Attach to mower handles 
. . . Showing prices and features. 


Plus Big MOTO-MOWER Key City 


newspaper ads . . . individual co-op advertising . . . 
Yellow Page identification . . . “Operator 25"°— 
Western Union . . . all of these hard-working sales 
aids FREE to help boost your own sales of the FINEST 
QUALITY LINE OF MOWERS ON THE MARKET! 


SUBSIDIARY OF 


DETROIT HARVESTER COMPANY 


RICHMOND, INDIANA 





$20,000 


Housewares 


Volume 


M*. FAYE STREET, manager of 
the housewares department of 
Wendel’s Hardware & Implements, 
El Campo, Texas, walked into her 
department one morning recently 
with a shining new pressure cook- 
er under her arm. She placed it on 
a display counter, gave it a final 
dusting and stood back, looking at 
it approvingly. 


“That I can sell,” she remarked 
to D. J. Rod, store manager. “It 
really performs—just like the 
literature says.” 

It was a new type of pressure 
cooker just received by the de- 
partment. Advertising by the man- 
ufacturer promised some _ great 
things for it. Mrs. Street wanted to 
know, first-hand, whether or not it 
really did perform as advertised, 
before she recommended it to her 
customers. She had taken a sample 
home the evening before and had 
used it in preparing the family 
dinner. 

And now she was equipped to 
sell it intelligently and enthusi- 
astically. She not only knew that it 
would do what the manufacturer 
claimed for it, but she knew every 
step taken in cooking with it cor- 
rectly, and she could pass this 


From the broad selection of the latest in housewares, Mrs. Faye Street, de- 
partment manager, often takes an item home to test its sales possibilities 


By Ruel McDaniel 


along to 
of the 


first-hand information 
anyone who bought one 
cookers. 

“We have found no better way 
to sell housewares than to use 
them,” Mrs. Street emphasizes. 

Smaller new lines that come in 
for the first time she actually 
buys and uses frequently at home. 
She borrows samples of the larger 
items for testing. “It keeps me 
broke,”’ she laughs, “trying to buy 
and use all the nice things that we 
get in.” 

Mrs. Street entertains quite a 
lot, with small groups of friends 
invited. The women are the type 
friends who go back to the kitchen 
and help with the cooking or watch 
the progress of the dinner. Here is 

(Continued on page 98) 


A “Bargain Table" displaying odds and 
ends frequentiy must be replenished 
three or four times during brisk day 


Mrs. Street uses the telephone extensively to invite friends and customers in to 
see some special new item which is on display amidst other sparkling housewares 











With “H" and "I" indicating implement or hardware dealer, here are the officers and directors of the Texas Hardware and 
implement Association. Left to right seated: Porter Henderson (1), director, San Angelo; S. K. Seymour, Jr., (H), advanced 
from director to second vice-president, Columbus; Dan Tudor (1), first vice-president, Temple; C. W. Scheurer (H), president, 
Sherman; B. O. Goldthorn (1), retiring president and director, Alice; Ray M. Souder, executive director. Standing: Directors L. 
J. Sharp (H), Dallas; Willis Champion (1), Raymondville; William V. Wheeler (H), Albany; John W. Gillett (H), Alpine; J. L. 
Spencer (1), San Antonio; J. H. Walker (1), Beaumont. New director, not present for the picture, is Dixon Abney (H), Lufkin. 


Texas Convention 


WHAT THE retail hardware busi- 
ness needs is a decision by the 
manufacturer in favor of one and 
one only method of distribution 
and reform by retailers who have 
failed to support the manufactur- 
er-wholesaler-retailer system, one 
of the principal speakers told the 
61st annual convention of the Tex- 
as Hardware and Implement As- 
sociation. The dates were January 
11, 12 and 13 in Dallas. 


Acute Problems 


Another speaker — a wholesaler 
—diagnosed management problems 
as more acute than ever before, 
said many retailers are suspicious 
of wholesalers who attempt to help 
them and expressed the belief that 
one of the needs of hardware re- 
tailing is a revival of “the pride 
we had in our business on the day 
it was opened.” 

A lively panel discussion that 
filled one morning, exclusively for 
hardware dealers, added flavor to 
the do’s and don’ts enunciated 
throughout the program. 

Registration was not up to ex- 
pectations of association officers al- 
though, with attendance announced 
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as approximately 1,400, there was 
no decrease from the figure of last 
year. However, interest in the com- 
panion merchandising show de- 
clined somewhat, apparently, with 
94 exhibitors participating in 120 
booths compared with 105 exhibi- 
tors in 131 booths last year. 

First speaker to face the con- 
vention, President B. O. (Barney) 
Goldthorn of Alice, said in his 
opinion one of the most important 
moves of the day must be made by 
the manufacturer. 

“He must stand up and be count- 
ed,” Goldthorn continued, “and he 
must choose between a method of 
distribution which includes the so- 
called ‘wholesale catalogue house,’ 
discount house, short function 
wholesaler and similar operations; 
or he must elect to cast his lot with 
the independent distributor. The 
wholesaler who believes in func- 
tioning in the traditional manner 
must hold up his end of the bar- 
gain. He must give support to the 
manufacturer who casts his lot 
with the full-function wholesaler. 

“In turn, we retailers must make 
similar decisions. There are signs 
that the average dealer is now 
awakening to the seriousness of the 


situation and is aware that he can 
no longer afford the lines of manu- 
facturers who are undercutting him 
through sloppy selling policies. As 
the awareness of this spreads, it 
may prove a serious problem for 
those of us who have failed to sup- 
port the traditional manufacturer 
to wholesaler to retailer distribu- 
tion chain.” 

Goldthorn expressed confidence 
that “when the smoke clears,” this 
system of distribution will be more 
firmly entrenched than ever, while 
the bulk of “new era merchandis- 


ers” will have run their course. 
Best System 


He said he was confident because 
this system has survived wars, 
panics, depressions and droughts 
and “as retailers our function can- 
not be eliminated because we per- 
form more efficiently than others 
can.” 

But he said the big question in 
his mind is, “Who is going to be 
the retailer?” And he asked: 

“Will you and I as independent 
businessmen keep our doors open 
in our respective communities as 
hardware and implement dealers? 
Or will the big chain move in and 
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PRICED FORVOLU ME! 


Here are the brushes, the displays and the 
special prices you need to move more 
brushes across your counters...for more 
profitable volume. 








ARé HOME 


WASHING BRUSH 
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No. 5712 SPINNING-SUDSING CAR & HOME WASHER 
in colorful display box! The brush of a dozen uses, 
already set-up to sell in its eye-catching display. With 
spinning head, sudser and handy shut-off valve. Packed 
half dozen to display shipper; handles included. Ship- 


ping weight: 18 Ibs. per dozen. $6.95 value “4° 
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Special for Hardware Week 


No. 5637 SPINNING CAR & HOME WASHER Spinning 
head; handy shut-off valve. Comes in display shipper. 
Regular $4.49 retail. Special for Hardware Week $2.98. 
“STANDARD” CAR & HOME WASHER Handy shut-off 
valve. Comes in display shipper. Regular $2.39 retail. 

Special for Hardware Week $1.98. 
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oe EMPIRE BRUSHES, INC., PORT CHESTER. NEW YORK ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE 
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Price Changes Announced 
in Ekcoloy Bakeware Line 


PRICE INCREASES for a_ limited 
number of Ekcoloy§ bakeware 
items and Ekco shoe trees were 
announced recently by Maurice 
Cossman, vice-president in charge 
of the Ekco-Autoyre division of 
Ekco Products Co., Chicago. 

The new prices were to be ef- 
fective on orders received by Ekco 
after December 31, and, according 
to Cossman, is the firm’s first price 
rise in bakeware in nearly two 
years. 

Cossman said most of the items 
which were increased in the Ekco- 
loy bakeware line have been raised 
approximately four to six cents 
each at suggested retail. In almost 


build a super-market, devoting a 
large area of its floor space to 
hardware, housewares and gifts?” 

Speaking as president of the 
Texas Wholesale Hardware Asso- 
ciation, A. J. Murray told the con- 
vention that “our success is closely 
related to that of the retail dealer 
and our course of decision is more 
and more toward the objectives 
which will help you, our custom- 
ers.” 

Murray is also executive vice- 
president of Momsen Dunnegan 
Ryan Co., hardware wholesale firm 
of El Paso. Continuing, he said: 

“We're both doing business to- 
gether on a two-way street on 
which the sun of good fortune 
shines equally on both sides, and 
when the clouds of adversity ap- 
pear, both sides are equally dark- 
ened,” 

At the outset he said that, “Cer- 
tainly, the problems cf manage- 
ment are more acute today than 
ever before and the term ‘comne- 
tition’ is always present in any dis- 
cussion about business conditions 
But we are late in making neces- 
sary adjustments, or in adopting 
new methods and ideas, even when 
these moves are advocated by ex- 
perts and we see our competitors 
putting them to use.” 

Murray declared that the possi- 
bilities of cooperation go further 
than a condition between dealers 
and suppliers, that it should be 
considered in three ways—between 
dealers, between wholesalers, and 
between wholesalers and dealers 

He said many hardware dealers 
in average towns are the “we- 
were-here-first-type,”’ having been 
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all cases, the increases have been 
to the next higher price point. 
Typically, a 10-inch round jelly 
cake pan, formerly 25 cents, will 
retail at 29 cents under the new 
price schedule. 

It was announced also that Ek- 
co’s metallic adjustable shoe trees 
will be increased to a suggested 
retail of 79 cents a pair for ladies’ 
shoe trees and 89 cents a pair for 
men’s. 

In announcing the price changes, 
Cossman pointed out that for 
nearly two years “Ekco has held 
the line on prices in the face of in- 
creased costs of labor and material 
and even reduced prices in some of 
our lines. But these cost factors 
now make it imperative that we 
increase prices on a limited num- 
ber of items.” 


in business longer than the com- 
petition about which they com- 
plain. But none of the various types 
of competition can be removed by 
criticism and, furthermore, many 
such dealers are more concerned 
about competition than with im- 
proving their own businesses. Of 
cooperation among wholesalers, he 
said: 

“We are giving more 
consideration than ever before to 
some fundamental facts that affect 
us, and solutions, and we are hope- 
ful of realizing some common ob- 
jectives for the good of our indus- 
try.” 

For the hardware panel, which 
generated vigorous interest in a 
near-capacity audience, those who 
answered questions fired at them 
and their provocative subjects 
were: 

E. Cecil Davis, Sharp Hardware 
Dallas, “Pricing Merchandise;”’ 
Dorothy Freeman, Refugio Hard- 
ware and Electric Co., Refugio 
“Promotion and Advertising;” Ear] 
Kelly, Kelly’s Hardware, Bellaire, 
“Quick Service,” or “Semi-Self 
Service;” and Ed S. Wittenberg, A 
J. Anderson Co., Fort Worth, “Se- 
lecting and Training Personnel.” 

A detailed analysis was present- 
ed by Kelly on the “quick service” 
or “semi-self service” system. He 
said hardware stores could never 
actually be considered complete 
“self service” stores because there 
were too many items the customers 
must have help in getting. 

Mrs. Freeman was asked: 

Does it pay to advertise in the 
“off” season, and what do you 
think of advertising in the news- 


serious 


paper? 

“There should never be a so- 
called off season for there is al- 
ways something the dealer needs 
to push and advertise,” she re- 
plied, “and often times this off sea- 
son is the very time advertising 
should be done.” 

Advertising with trading stamps 
brought forth sharp comment from 
some dealers. One said that for 
years his firm has toyed with the 
idea of trading stamps and finally 
concluded it should be tested. In 
addition to giving trading stamps, 
a redemption center was placed in 
the store, and traffic multiplied 
several times, producing more 
sales. Although he said his store 
carries hardware, furniture, and 
building supplies, the stamps are 
given only for shelf goods. 

One panel member said he iried 
trading stamps for about six 
months and at the end of that time 
decided that direct mail was less 
costly and results greater. He 
would not recommend trading 
stamps. 

A Dallas dealer ventured the 
suggestion that the association 
work out a stamp that could be 
given by an association store mem- 
ber and redeemed at his, or any 
other association member's store. 

A majority of dealers expressing 
themselves favored pre-pricing of 
merchandise. Reasons cited: Cus- 
tomers will accept factory-priced 
merchandise quicker than _ that 
priced by the dealer. Pre-pricing, 
although a big task for the whole- 
saler, eliminates a lot of errors 
that could be made by the retailer 
Panelist Davis was asked if he be- 
lieved in marking merchandise 
“up” and “down” when the trend 
was that way, and if he attempted 
to compete with grocery store 
prices. 

“We try to do both,” he said, ex- 
plaining that “in competing with 
grocery store prices, the amount of 
volume on items marked down is 
very small, but keeps customers 
coming into the store and buying 
other merchandise on which a 
profit is made, thus more than pay- 
ing for the mark down.” 

Election of officers followed a 
report by Executive Director Ray 
M. Souder, and after the past presi- 
dent’s pin had been affixed to the 
lapel of Retiring President Gold- 
thorn by Past President Rex Payne, 
the new president was presented 
to the joint session. He is C. W. 
Scheurer of Sherman, a hardware 
retailer. 
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The well equipped and experienced angler wants one their work and wa not compromise in quality. There 
or more good level wind bait casting reels to round is only one grade — and that is the BEST. 


out his tackle box. “He can’t buy better than a 
Pflueger.” Pflueger builds and sells more high quality PFLUEGER 
casting reels than all other manufacturers combined— 
and has for almost a century. 


THE ENTERPRISE MFG. CO. 
The experienced craftsmen at Pflueger take pride in 110 N. UNION ST. @® AKRON 9, OHIO 
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CATALOGS & BULLETINS 


Camping Furniture. An illustrated, 
fully descriptive catalog of the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items is available on 
request. Tucker Duck & Rubber Co., 
Fort Smith, Ark. 

Write in No. Al on card, Pg. 101 


Water Pumps. Available to dealers 
is a consolidated 40-page catalog 
showing the complete Rapidayton 
line, including 2- and 3-wire sub- 
mersible pumps (for wells 0 to 500 
feet); shallow and deep well jet 
pumps; and shallow and deep well 
reciprocating pumps. The Tait Manu- 
facturing Co., 500 Webster St., Dayton 
1, Ohio, 

Write in No. A2 on card, Pg. 101 


Foot Valves. Bulletin 203, a com- 
plete outline of the company’s foot 
valves, with recommended uses, is 
furnished on request. Strataflo Prod- 
ucts, Inc., Fort Wayne, Ind. 

Write in No. A3 on card, Pg. 101 


Electric Trains. A catalog is avail- 
able which gives full information and 
illustrates the company’s line of train 
outfits and accessories. The Lionel 
Corp., 15 East 26 St.. New York 10, 
N. Y. 

Write in No. A4 on card, Pg. 101 


Wood Bits. A 24-page wood-boring 
tool catalog, No. 53, is announced 
which provides factual selling and or- 
dering information at a glance. All 
Irwin wood bits, special packaging, 
and point-of-sale displays are shown 
and described. Recommended uses for 
each wood-boring tool, along with 
balanced stock recommendations, are 
included. Other features include spe- 
cial sections on the Adapter Shank 
wood bits, screwdrivers, and factory 
scenes showing the manufacturing 
and testing methods employed by the 
company. The Irwin Auger Bit Co., 
Wilmington, Ohio. 

Write in No. AS on card, Pg. 101 
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Power Mower. The complete line of 
power mowers—from lightweight to 
heavy duty models with self-propul- 
sion and fingertip control and with 
full description of each model—is in- 
cluded in a catalog available from 
the manufacturer. Price lists accom- 
pany the catalog. Southland Mower 
Co., Selma, Ala. 

Write in No. A6 on card, Pg. 101 


Fishing Lures. Complete informa- 
tion on its lines of lures, accessories, 
and displays is covered in the com 
pany’s 60-page illustrated catalog, 
and a 14-page supplement presents 
the action tackle items for 1959. 
Lures are classified according to 
types for easy reference, and infor- 
mation on patterns, weights, and 
packing is given for individual lures 
as well as for assortments. Marathon 
Bait Co., 840 Henrietta, Wausau, Wis. 

Write in No. A7 on card, Pg. 101 


Power Pumps. The company’s line 
of power pumps is described in com- 
plete detail in a catalog available to 
dealers. The various pumps, as well 
as the line of pump and well acces- 
sories, are illustrated fully, and in- 
formation as to correct pump equip- 
ment, water requirements, etc., is in- 
cluded. Special catalogs covering 
“Submerga” pumps, “CJ”, “SJ”, and 
“CJM” jet pumps, hand and windmill 
pumps and water conditioning equip- 
ment may be obtained also. Red 
Jacket Manufacturing Co., 1051 S. 
Rolff St., Davenport, Iowa. 

Write in No. A8 on card, Pg. 101 


Pliers. A catalog containing infor- 
mation on a wide assortment of 
pliers, hammers, and miscellaneous 
tools is available, along with a price 
list. The catalog is in color and illus- 
trates the different tools. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion 
DeArment Tool Co., Meadville, Pa. 

Write in No. A9 on card, Pg. 101 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 101 


Insecticide Sprayers. Descriptive 
literature which illustrates the com- 
pany’s garden hose-fitting insecticide 
sprayer, together with its other hose 
nozzles and_ sprinklers, will be 
furnished on request. Gilmour Manu- 
facturing Co., Somerset, Pa. 

Write in No. Al0 on card, Pg. 101 


Screwdriver Roll Kit. A catalog 
page is available in black and white 
which describes and illustrates the 
TK-5 Hold-E-Zee Screwdriver Roll 
Kit. The RT-52 Roll Kit, a special 
electronics kit, is described on the 
page also. Both kits contain five 
screwdrivers. Upson Bros., Inc., Ro- 
chester 14, N. Y. 

Write in No. All on card, Pg. 101 


Repair Handle. A catalog sheet is 
available describing the advantages 
of the Drive-Ezy Repair Handle. 
Step-by-step illustrations show th« 
procedure for inserting the new 
handle which is designed to follow 
the curve of all hollow back shovels, 
spades, or scoops. Reverse side of 
sheet lists stock numbers which the 
handle fits. O. Ames Co., Parkers- 
burg, W. Va. 

Write in No. Al2 on card, Pg. 101 


Portable Charcoal Grills. Full color, 
illustrated, descriptive catalog on De- 
luxe and Promotional braziers, barrel 
braziers, and patio grills is offered. 
Chattanooga Royal Co., Chattanooga 
6, Tenn. 

Write in No. Al3 on card, Pg. 101 


Sling Chains and Attachments. A 
completely revised catalog on the en- 
tire line of McK-Alloy Sling Chains 
and Attachments provides compre- 
hensive and up-to-date specifications 
and information on McK-Alloy chain 
products in sizes from ™“%” through 
2” diameter inclusive. The products 
include standard single, double, triple 
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HOW TO MAKE 





SCALES - 
BASKETS - 


SALES JUMP! 





HAMPERS - VANITIES 
BRUSH HOLDERS - TISSUE HOLDERS 


THE BIG SMASH AT THE HOUSEWARES SHOW 


High scorer of the Show, Detecto... with the greatest 
line in Detecto history, 59 years of achievement 
resulting in the greatest acceptance in the field. 
Every item has built-in easy sell. Examples: these 
proven leaders, way out.front in volume sales! 
DETECTO 99, watchmaker accuracy, easiest-to-read scale 
in history, weighs perfectly even on rugs, uneven floors 
DETECTO 790H, fast-moving handle scale with a sensa- 
tional volume-building record 

DETECTO 3-in-1 combination storage hamper—even 
at $19.95* retail, sales are up 40% 


For complete information, write Detecto Scales, Inc., or contact representatives—Baltimore, Md.: A. Littlejohn 


W. Jacobson + Dallas, Texas: D. U. Parker + Denver, Colorado: J. Ramsey + Kansas City, Mo.; R. P. Ingram 
Wagener & Swanson + Seattle, Wash. P. N. Smith + Toronto, Canada: Diwalt Sales 


Chicago, |!!! 
T. J. Carroll + New York: J. Goldner. F. Daub + San Francisco, Calif 
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DETECTO HAMPER ENSEMBLES, proven builders of 
multiple sales—stunning displays in radiant vinyls 
Plus line-up of year-round promotional items geared for 


an ' 
action *slightly higher west of Mississippi 


there's 
only one 


Detecto Scales, inc., 540 Park Ave., Brooklyn 5S, N. Y.+ Since 1900 


* Birmingham, Ala.; R. Custred + Boston, Mass.: J. McElroy 
* Los Angeles, Calif: J. J. Firestone « Memphis, Tenn 
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CATALOGS & BULLETINS 


and quadruple branch slings; adjust- 
able, adjustable loop, basket and end- 
less slings; master rings, pear- 
shaped, and oblong links; and the new 
Coupl-Loy alloy connecting link for 
field assembly of alloy chains. A new 
section is devoted to the use, care, 
safety, and inspection of the sling 
chains. The McKay Co., 1005 Liberty 
Ave., Pittsburgh 22, Pa. 
Write in No. Al4 on card, Pg. 101 


Sabre Saw. The Wen Model 909 
“All-Saw” is fully described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, and 
may be used for fine scroll work. Ten 
action photos show 909 cutting wood, 
metals, leather, plastics, foam rubber, 
etc. The sheet also lists special fea- 
tures, specifications, and assorted 
blades available. Wen Products, Inc., 
5810 Northwest Highway, Chicago 31, 
Til. 

Write in No. Al5 on card, Pg. 101 


Tradesmen Tools. The No. 58 Roto- 
gravure catalog with 48 pages con- 
tains newest tools and engineering 
changes in popular lines. Most popu- 
lar Stanley and “Yankee” tools used 
by tradesmen are graphically de- 
scribed along with valuable pointers 
and short-cuts on tool applications. 
Stanley Tools, division of The Stanley 
Works, New Britain, Conn. 

Write in No. Al6 on card, Pg. 101 


Humorous Fishing Booklet. “How 
to Catch a Mermaid” is a 12-page 
booklet, printed in color, scheduled 
for nationwide promotion in the com- 
pany’s “W-40 Mermaid” consumer 
advertising campaign. Author is 
humorist Ed Zern. A prevue copy is 
available to dealers, and additional 
copies are packed free with each 
“W-40" Fishing Line Department, for 
customer distribution. Western Fish- 
ing Line Co., Glendale 4, Calif. 

Write in No. Al7 on card, Pg. 101 


Angler's Catalog. “How to Choose 
and Use Your Shakespeare Tackle” is 
a 32-page angler’s catalog, 10” x 7” 
saddle-stitched, and in alternating 4- 
color and 2-color pages. It was edited 
with the cooperation of Ben Har- 
desty, seven times U.S. “Pro” Casting 
Champion and holder of the World's 
Professional Casting Championship 
title in 1957. The complete line of 
tackle is illustrated and described 
with special emphasis being put on 
“Push-Button” reels and rods. Shake- 
speare Co., Kalamazoo, Mich. 

Write in No. Al8 on card, Pg. 101 


Wrenches, Pliers, Tools. The publi- 
cation of the company’s 50th Anni- 
versary Catalog No. W-22 is an- 
nounced. Several numbers of pliers, 
including the 12” Groove-Joint plier, 
have been added to the line and are 
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shown in this colorful edition. The 
wrenches, pliers, and other tools are 
illustrated and specifications given. 
A section is devoted to store displays 
and advertising material which Dia- 
mond offers. Diamond Tool and 
Horseshoe Co., Duluth 7, Minn. 
Write in No. Al9 on card, Pg. 101 


Plastic Housewares. A _ Lustro- 
Ware catalog of over 200 guaranteed 
plastic housewares is available. New- 
est products included are a 14-qt. re- 
frigerator crisper, a 12-qt. modern 
oval pail, an 8-gal. Refuse-Tainer, a 
rectangular laundry basket, and three 
sizes of boil-proof funnels. Featured 
also is the Lustro-Ware Waste Basket 
Tree display stand which holds a 46- 
piece assortment of popular sizes of 
polyethylene waste baskets. Illus- 
trated in color throughout, each prod- 
uct carries descriptive and specifica- 
tion copy, colors, etc. Columbus Plas- 
tic Products, Inc., 1625 West Mound 
St., Columbus 23, Ohio. 

Write in No. A20 on card, Pg. 101 


Window Glass. A 16-page booklet 
tells how smart buying, storing, and 
proper cutting of LOF Quality Win- 
dow Glass will increase dealer profits. 
Also, it describes LOF’s exclusive 
manufacturing process, types, grading 
qualities, and physical characteristics 
of LOF Window Glass. Libbey- 
Owens-Ford Glass Co., 608 Madison 
Ave., Toledo 3, Ohio. 

Write in No. A21 on card, Pg. 101 


Toggle Bolts. The availability of a 
two-color bulletin #7001, describing 
and illustrating a diversified line of 
toggle bolts, is announced. Complete 
information on minimum back-up 
clearances required and _. holding 
strengths of the spring-type bolts is 
provided. Text material and cut- 
away line drawings detail instailation 
instructions. Also included is de- 
scription of four special types of bolt 
heads. Specifications provide diam- 
eters, lengths, weights, catalog num- 
bers, and packaging information. 
Diamond Expansion Bolt Co., Inc, 
Garwood, N. J. 

Write in No. A22 on card, Pg. 101 


Oilers and Cans. A catalog illus 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Write in No. A23 on card, Pg. 101 


Dealer Displays. Thirty-one dif- 
ferent displays of Cabinet Hardware 
are illustrated in Amerock’s No. 104 
Catalog of Dealer Displays. The cat- 
alog is said to cover the right kind 
of display for any store arrange- 


(Continued from page 70) 


ment, any department, or any “on- 
the-job” use. Amerock Corp., Rock- 
ford, Ill. 

Write in No. A24 on card, Pg. 101 


Aluminum Furniture. The De- 
lighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Marine 
chairs and seats, folding sun cots, 
contour chairs, lawn chairs, and port- 
able tables are among the items which 
are fully illustrated and described. 
Information is given on special fea- 
tures of the Delighter line. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 

Write in No. A25 on card, Pg. 101 


Fishing Reels. A 6-page, 4-color 
catalog, picturing and describing the 
1959 line of Langley spinning and 
casting reels, is offered. Newest offer- 
ing is Model 777 fresh water spinning 
reel, retailing at $13.95. Six other 
spinreels, featuring two-point shaft 
suspension, are priced from $17.95 to 
$37.95. The closed-face Cast-Flo De- 
luxe “900” lists at $17.95. Six models 
of casting reels at $8.50 to $16.50 are 
also shown. The Fisherman’s De-Liar 
is offered in two styles, and a display 
carton for the De-Liar is featured. 
Langley Corp., 310 Euclid Ave., San 
Diego 12, Calif. 

Write in No. A26 on card, Pg. 101 


Specialty Nails. A catalog contain- 
ing a wealth of information about 
specialty nails is available. Profusely 
illustrated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail 
specifications. Handy charts give vital 
data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, II. 

Write in No. A27 on card, Pg. 101 


Bells. A 12-page colorful catalog 
is available which illustrates and 
gives complete information on the 
company’s line of bells. The line in- 
cludes hand bells, tea, call, cow, 
patio, bicycle, yacht, souvenir, and 
numerous other types of bells. Bevin 
Brothers Manufacturing Co., East 
Hampton, Conn. 

Write in No. A28 on card, Pg. 101 


Wood and Sheet Metal Screws. 
Every master carton of Southern 
wood screws and sheet metal screws 
now contains Folder TC-4, “instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 

(Continued on page 74) 
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ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc. Sup- 
plies of the folders are available to 
wholesalers and dealers handling 
Southern screws; they are requested 
to use company letterhead in writ- 
ing. Dealers are requested to give 
name of their wholesaler. Southern 
Screw Co., P. O. Box 1360, States- 
ville, N. C. 
Write in No. A29 on card, Pg. 101 


Sprayer and Duster Line. A Hud- 
son Sprayer and Duster Catalog (No. 
501) shows and describes completely 
the company’s line of hand- and 
power-operated sprayers and dust- 
ers, and includes the Matador Pow- 


er Sprayer line with tank capacities 
from 15 to 250 gallons. Types of 
sprayers include compression, knap- 
sack, Hydra-Gun, Trombone, bucket 
and barrel spray-pumps, wheelbar- 
row, electric, hand- and power- 
operated. Duster models. include 
rotary, Knapsack, traction, electric 
and hand types. Accessories and 
service parts are included also. H. D. 
Hudson Manufacturing Co., 589 East 
Illinois St, Chicago 11, Ill. 
Write in No. A30 on card, Pg. 101 


Pumps. Lancaster’s line of Dutch- 
man jet pumps and of the Lawn-Pak 
lawn sprinkling pumps are featured 
on two available catalog sheets. The 





“Wrap this up, please’”’... 


CHAN wg, LOCK 


No. 420 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 


popular plier. They like its pipe-wrench grip 


‘round usefulness. 


its all 


That's why it will pay you to put the Channellock No. 420 plier 


out front for your customers to see...‘‘heft”’ 


buy. You'll 


be profitably pleased how many times they'll tell you 
to “wrap it up’. Let us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


It's easier to 


stock just ONE line of pliers 


It's PROFIT-WISE to stock the genvine CHANNELLOCK line. 





Pages are in black and white, are 
well illustrated, and contain com- 
plete specification data. Also avail- 
able is a 2-page catalog in full color 
featuring the Dual Dutchman. Lan- 
caster Pump and Manufacturing Co., 
Inc., Lancaster, Pa. 
Write in No. A3l on card, Pg. 101 


Fishing and Marine Accessories. 
The complete 1959 line of Frabill 
fishing tackle accessories and ma- 
rine accessories is shown in a cata- 
log made available to dealers. Fra- 
bill Manufacturing Co., 234 West 
Florida St., Milwaukee 5, Wis. 

Write in No. A32 on card, Pg. 101 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 

Write in No. A33 on card, Pg. 101 


Sportswear. The clothing “pre- 
ferred by sportsmen for more than 
50 years” is presented in a colorful 
sportswear catalog. The catalog is 
8142 by 11 inches and contains 36 
pages which feature items such as 
Aircel insulated cold-weather cloth- 
ing, Dri-Deal waterproof rainwear, 
camouflage clothing, insulated un- 
derwear, Air Force yellow safety 
color, and other Duxbak garments 
that “shed water like a duck’s back.” 
Utica Duxbak Corp., Utica, N. Y. 

Write in No. A34 on card, Pg. 101 


Metal Merchandisers. A 40-page 
catalog, #390, illustrating and de- 
scribing the line of Viz-U-Bilt all- 
metal merchandisers is being offered 
to dealers. The gondola-type self- 
selection units described are avail- 
able in a wide variety of styles, sizes, 
and colors. Adjustable, perforated 
metal shelving, clip-in splicers, and 
a complete selection of accessories 
make them flexible and adaptable to 
all types of merchandise. L. A. 
Darling Co., Bronson, Mich. 

Write in No. A35 on card, Pg. 101 


Chemical Dehumidifier. A colorful 
consumer folder, “How To Avoid 
Rust, Mildew, Musty Odors Through- 
out The House,” is available. It gives 
comprehensive information about 
De-Moist chemical dehumidifier and 
contains a chart illustrating many 
new uses. Also available are 3-color 
catalog sheets featuring Oven-Aid 
Cleaner, Free-All Septic Tank Clean- 
er, Chimney Sweep Fuel Additive, 
and Chimney Sweep Fireplace Pow- 
der. G. N. Coughlan Co., West 
Orange, N. J. 

Write in No. A36 on card, Pg. 101 


Fishing Tackle. Offering a com- 
plete line of volume-priced Compac 
fishing tackle, the company lists 
hundreds of tackle items including 
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THE \VJARD-MAN 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 
learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 


YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 


EXCLUSIVE SAFETY BLADE 
CLUTCH 


SILENT YARD-MAN OPERATION 


a ne a . . : RUGGED STEEL DECKS OF 13 
=e GAUGE BRIDGE-TYPE DESIGN 


Safety Clutch 
Nera” Solf Propetied INSTA-CONTROL HANDLE 
Sofety Clutch ey ; 
a PRECISION CONSTRUCTION 


HANDLE MOUNTED MULCHER 
PLATE CONTROL 


HAND ADJUSTED HEIGHT te ye 
CUTTING CONTROL Write Today for 
Your Free Dealer 


Booklet 


THIRTEEN TROUBLE -FREE, FEATURE-PACKED MODELS 


No. 3000 

24" Riding Rotery 
No. 3010 

24" Riding Rotery 
Electric Starter 


No. 1040, 18” No. 2020, No. 2000, No. 2030 
No. 1010, No. 1050, 21 18” Direct Drive 21” Safety Clutch 21" Seif Propelled 


18” Hand Mower No. 1060, 18” No. 2060, No. 2040, Direct Drive 
Deluxe Ree! 21” Direct Drive 22” Safety Clutch 
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Here’s an idea to Stimulate Sales ! 


SUPER SALAD MAKER with 5 
interchangeable discs $4.98 


JULIENNE TV SHREDDER with 
4 interchangeable discs. $2.98 


featuring 


MOULI 


salad making 
products 


Get on the “Good Health” 
bandwagon! (Look at the amazing 
success stories of dietary foods, 
exercise machines and health 
salons.) We're shouting like mad 
via television, newspapers and 
magazines that “Mouli-Made 
Salads are Nature’s Natural 
Health Builders...Eat 

Salads Every Day.” 


Make up a SALAD HEALTH- 
CENTER display today, and 
you'll see action. But be sure you 
feature ALL the wonderful 
fast-selling MOULI products. 
Order from your jobber right away. 


Send for New Full-Line Catalog 


Write today to Dept. SH-2 for your FREE 
Mouli “Profit Calculator” and a host of sell- 
ing tips. 


rods, reels, lures, creels, flies, dis- 
plays, nets, fish hooks, gunscopes, 
and swivels in an all-inclusive 22- 
page, spiral bound, two-color gen- 
eral catalog. Commerce Pacific, Inc., 
161 West 24th St., Los Angeles 7, 
Calif. 
Write in No. A37 on card, Pg. 101 


Ornamental Iron. The company’s 
12-page catalog not only covers TFC 
Ornamental Iron adjustable rails 
and columns, but also explains how 
to sell iron work with “step-up” 
merchandising, getting customers to 
spend a little more. Tennessee Fab- 
ricating Co., 1490 Grimes, Memphis 
6, Tenn. 

Write in No. A38 on card, Pg. 101 


Industrial Fasteners. A 44-page 
condensed catalog covering the com- 
pany’s line of bolts, nuts, rivets, 
screws and other industrial fasten- 
ers is available. The catalog is 5% 
x 9 inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Write in No. A39 on card, Pg. 101 


Twine. A 48-page catalog in color 
entitled, “Columbian Twine for 
Every Use,” is available. It explains 
how a wide latitude of kinds and 
sizes of high quality twines are made 
from fibres such as jute, hemp, sisal, 
manila, flax and paper, as well as 
the newer synthetic fibres of nylon 
and dacron. In an evaluation of 
twine economy, the booklet de- 
scribes strength, yardage, appear- 
ance and price, the important factors 
of strength, knot strength and pack- 
age break. An illustrated twine ter- 
minology, a multitude of descriptive 
photos, and the printing on a heavy 
stock bond are other features in- 
corporated to make this compre- 
hensive catalog an attractive and 
helpful booklet on service. Colum- 
bian Rope Co., Auburn, N. Y. 

Write in No. A40 on card, Pg. 101 


Store Displays. Each type of dis- 
play item from ticket holders to 
complete display units is fully illus- 
trated and described in a catalog 
which contains much information on 
display assembly. Reeve Co., 9249 
East Bermudez St., Rivera, Calif. 

Write in No. A4l on card, Pg. 101 


“TRIUMPH” BASKET. Original French 
Design. Changes shape instantly for 
hundreds of uses $1.49 Life Saving Line. A full color cat- 
alog page offering illustrations and 
dimensions of the company’s U. S. 
ROTARY GRATER. Coast Guard-approved life vests and 
Grates anything from boat cushions will be furnished on 
“soap to nuts.” $1.00 request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, III. 
Write in No. A42 on card, Pg. 101 


PARSLEY MINCER. Minces 
parsley, nuts, herbs, etc. $1.00 


> 
r . , 
Manufacturin g Co P- Firearms. An expanded firearms 


catalog, available to the trade, gives 
detailed specification information, 





91 Broadway, Jersey City 6, N.J. © Phone: HEnderson 5-7267 
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ess + Home 


COLUMBIAN PICK-ME-UP 
SELF-SERVICE 
MERCHANDISER 


Displays rope ready-meas 
ured, ready-cut, ready-to-go. 
The customer sells himself. 
For 50 and 100 ft. Columbian 
Manila Rope Coils, with top 
shelf for ski-trope and other 
Columbian products in small 
coils or cartons. The Pick-Me- 
Up stands 5442” from the 
floor—-yet takes less than 4 
sq. ft. of floor space. 


COLUMBIAN ROPE 
MERCHANDISER NO. 57 


With this Columbian mer 
chandiser. you sell rope by 
the foot. give the customer 
the exact length he asks for. 
The No. 57 is equipped with 
a simple, accurate measur 
ing device and cutter. You 
make a sale as fast as you 
can cut a rope. And the un 
used rope remains coiled. 


-_- 


=. COLUMBIAN 
Se 


. Pleasure 


your customer for the 


Quality, strength and selection . . . these are 
a few of the reasons that everybody who comes 
into your store is a customer for one or more 
of the items in your complete Columbian Cord- 
age line. 


COLUMBIAN STABLIZED 





NYLON ROPE 


..on woolen reels, with larger 
sizes in coils also. Nylon is a 
top-quality rope combining su 
perb appearance with excep 
tional tensile strength, natural 
resistance to water and extra 
long life. “Stabilization” is a 
patented Columbian process 
which prevents fluffing or un 











raveling when cut 


COLUMBIAN H.T.° 





POLYETHYLENE WATER 
SKI-ROPE 


in attractive individual dis 
play boxes, packed six in a 
master carton. This high 
strength water ski-rope floats 
keeps itself out of the way of 
propellers and makes it easier 
to retrieve skiers from the 
water. Minimum shipment, one 











carton 


*H.T. - High Tenacity 


COLUMBIAN COLPACK 





CARTONS 


(25 lb., 50 Ib., 75 Ib., 100 Ib 
for Columbian Manila Rope in 
diameters from \," to *4”. The 
rope is dispensed through a 
hole in the top of the carton 
without removing the coil. You MANILA ROPE 
can sell either by the carton | el < 
or by the foot. Colpack per : 

mits you to stock nine popu 
lar sizes of Columbian Manila 
Rope while maintaining a 


minimum inventory 
a SS 
= a) 
Z rope 





\, TWINES 2 


PA 


—, 
Auburn “The Cordage City,” N. Y. 
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Salt-Spray 


ESISTANC 





.. . that overcomes 
Sales Resistance 


. the new wonder screening that 
defies corrosive effects of salt spray, 
smog and smoke. Made from an im- 
proved vinyl-clad aluminum wire. 


Tests by an impartial laboratory has 
proved VINALUME'’s superior re- 
sistance. Customers go for VINA- 
LUME'’s lightness and easy handling, 
too, 


For Record Sales 
go all-out for OPAL! 


The OPAL line is the complete and 
straight-forward line. No confusing 
names to remember . . . no hokus- 
pokus . . . just Opal Aluminum, 
Opal Galvanized, Opal Bright or 
Antique Bronze, and Opal Vinalume. 
And you can be sure OPAL backs 
you up with carefully planned pro- 
motion. If your jobber can't give 
you full details, write to us NOW! 





prices, etc., on the complete Moss 
berg line of rifles, shotguns, tele- 
scope sights, and Covey hand trap. 
It includes information on the com- 
pany’s newest models. Catalog is in 
color. O. F. Mossberg & Sons, Inc., 
New Haven, Conn. 
Write in No. A43 on card, Pg. 101 


Tractor Drawn Implements. Cata- 
log No. 858 covers the King line of 
tractor drawn implements with iilus- 
trations, specifications, and prices. 
In addition, 14 pages are devoted to 
lists of repair parts, with a drawing 
shown of each part along with its 
identifying number. King Plow Co., 
Atlanta, Ga. 

Write in No. A44 on card, Pg. 101 


Fishing Equipment. A 32-page, 
8% x 11-inch saddle-stitched catalog 
which gives descriptions, prices, and 
illustrative details on the complete 
line of Shakespeare reels, Won- 
derods, lines, and miscellaneous ac- 
cessories for every type of fishing is 
available. The center spread of the 
illustrated price list is devoted to a 
6-page accordion-type pull-out in- 
sert giving a full color portrayal of 
the firm’s new level-wind Push-But- 
ton reels, the color styling on dif- 
ferent price-ranged Wonderods, and 
the story behind the company’s 
manufacture of its own monofila- 
ment at its Soo Valley subsidiary in 
Columbia, S. C. Four open face Sea 
Wonder spinning reels also are spe- 
cially featured. Shakespeare Co, 
Kalamazoo, Mich. 

Write in No. A45 on card, Pg. 101 


Building Materials. Entitled 
“Reynolds Aluminum Supply Co. 
Fact Folders,” the company is offer- 
ing a series of 19 file folders de- 
signed for every dealer’s filing cabi- 
net. The folders provide a handy 
reference library on major building 
material lines, such as aluminum 
roofing and siding, asphalt products, 
farm and industrial gates, insula- 
tion, nails, etc. To keep the folders 
current, latest product information 
will be mailed by the company to 
those dealers using the prepared 
product reference library. Reynolds 
Aluminum Supply Co., P. O. Box 
1367, Atlanta 1, Ga. 

Write in No. A46 on card, Pg. 101 


Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10- 
page catalog now available. Pruning 
shears, hedge shears, grass shears, 
tree pruners, lopping shears and 
electric lawn trimmers are all de- 
scribed in detail including specifica- 
tions, finish, packing, and suggested 
list prices. Seymour Smith & Son, 
Inc., Oakville, Conn. 

Write in No. A47 on card, Pg. 101 


Tapatco Products. A 24-page cata- 
log, combining all Tapatco products 
under one cover, is available. It is 


printed in three colors aud contains 
over 130 illustrations of Tapatco 
marine safety products, sleeping 
bags, casual wear for sports afloat, 
hunting and fishing clothes, and 
various swimming and boating ac- 
cessories. In addition to complete 
product information and _ descrip- 
tions, a section of the catalog is de- 
voted to a reproduction of the United 
States Coast Guard regulations 
which relate to the use of life jack- 
ets, buoyant vests and cushions. An- 
other section is devoted to the Spe- 
cial Products Manufacturing Divi- 
sion which makes such diversified 
products as plastic arm rests, handle 
grips, tool guards, gaskets, and 
novelties, plus hair pads for use in 
upholstered furniture, car seats, etc. 
The American Pad & Textile Co., 
Greenfield, Ohio 
Write in No. A48 on card, Pg. 101 


Water Skis. The Hydro-Flite line of 
water skis, aquaplanes, and acces- 
sories is presented in catalog No. 14. 
The catalog is in color, with the 
skiing equipment pictured and fully 
described. Hedlund Manufacturing 
Co., Nokomis, III. 

Write in No. A49 on card, Pg. 101 


Plastic Pipe. Literature and com- 
plete product data on all types of 
plastic pipe manufactured by the 
company is available upon request. 
Pipe includes Polyethylene, ABS, 
Polyvinyl Chloride, Butyrate, and 
Chem-Weld drain pipe. Each coil of 
Southwestern Polyethylene is now 
wrapped or packaged. Southwestern 
Plastic Pipe Co., P. O. Box 117, 
Mineral Wells, Texas. 

Write in No. A5S0 on card, Pg. 101 


Toys. A full-color catalog insert 
available March 1 features the lead- 
ing items in the company’s 1959 line 
of doll carriages, strollers, and Key- 
stone items. The items are illustrated 
in their actual color combinations and 
a complete description including 
specifications and weights accom- 
panies each illustration. Also avail- 
able is the toy firm’s complete 16- 
page, four-color catalog featuring 
the full line of 18 doll carriages, 10 
strollers, two table and chair sets, six 
rockers, and two toy chests, plus 
many Keystone Division items. South 
Bend Toy Manufacturing Co., South 
Bend, Ind. 

Write in No. A51 on card, Pg. 101 


Farmers and Ranchers Handbook. 
Information essential to successful 
farm operation and items of interest 
to every member of the family are 
included in the complete 72-page 
full color catalog of USS Steel Prod- 
ucts for farm and home. Fencing, 
roofing and siding receive special 
coverage with numerous _illustra- 
tions, application helps, specification 
charts, and “how to” instructions. 
General information on care of 
animals, tips on electricity, fish 
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ponds, etc., the use of nails; infor- 
mation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are among the topics discussed. 
Tennessee Coal & Iron Division, 
Fairfield, Ala. 
Write in No. A52 on card, Pg. 101 


Fishing Rods, The illustrated 1959 
catalog of Harnell fishing rods is 
now available. It introduces a line of 
salt water conventional and spinning 
rods and blanks known as the “UIti- 
mate.” Ultimate live bait or boat 
rods, and salt water spinning rods 
are all one piece rods in 8’, 9’, and 
10’ overall lengths. The catalog also 
features other Harnel] black spun 
glass tubular fishing rods. George 
Hine Products Co., 4094 Glencoe 
Ave., Venice, Calif. 

Write in No. A53 on card, Pg. 101 


Buying Guide. A four-page guide 
to better buying contains a complete 
stock list of materials that are avail- 
able from all Reynolds Aluminum 
Supply Co. warehouses. Reynolds 
Aluminum Supply Co., P. O. Box 
1367, Atlanta 1, Ga. 

Write in No. A5S4 on card, Pg. 101 


Canvas and Nylon Products. A 
complete line catalog is available 
which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 


Hoosier Tarpaulin & Canvas Goods 
Co., 1302 West Washington St., In- 
dianapolis 6, Ind. 

Write in No. A55 on card, Pg. 101 


Hand Tool Handles. Catalog A 
and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated 
and give full details; information is 
given also on the quality of the 
product. O. P. Link Handle Co., Inc., 
Salem, Ind. 

Write in No. A56 on card, Pg. 101 


Special Purpose Planes. “How to 
Use Special Purpose Planes,” a 20- 
page booklet on various types of 
rabbet, router, and double-edge 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings showing 
the planes in use and the innumer- 
able cuts that can be made with 
special purpose planes, the booklet 
will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 

Write in No. A57 on card, Pg. 101 


Screw Anchors. Separate catalog 
sheets in two colors describe and il- 
lustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, 


and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 
Write in No. A5S8 on card, Pg. 101 


Fishing Accessories. The full range 
of the company’s casting, surf-squid- 
ding, and monofilament fishing lines 
and related equipment—43 types, in 
all—is described in a compact cata- 
log, illustrated in color. Each line 
type appears in a separate, quickly- 
located section. New packaging de- 
velopments are detailed, and a con- 
venient list of the company’s nation- 
wide structure of representatives is 
also included. Sunset Mills, Peta- 
luma, Calif. 

Write in No. A539 on card, Pg. 101 


Pumps. A loose-leaf catalog, No. 1, 
of the complete Commander line of 
water pumps, water systems, and 
sump pumps is available. The line in- 
cludes jet, submersible, and piston- 
type pumps in a wide variety of 
shallow well, convertible, and deep 
well models. The Tait Manufactur- 
ing Co., 200 Detrick St., Dayton 1, 
Ohio 

Write in No. A60 on card, Pg. 101 


Plastic Pipe. Ace Supplex flexible 
polyethylene plastic pipe and fit- 
tings are described in Bulletin CE- 
57. Contents of the 8-page bulletin 
include: applications for Supplex 
pipe, sizes of standard pipe and fit- 





i The net is in the handle. 
* To use, twist handle cap... 


2 Pull out net. No fuss, no fumble 
* ...takes only a second 


3 It pops open automatically ... 
* ready to net your prize catch. 


AMAZING POP-OUT NET INTRODUCED WITH LANGLEY V.H.Q.* RODS! 


Write for catalog. 





rods that can be made... 


New Langley Rods are the very highest quality tubular glass 
an honor product from one of 
America’s most dependable fishing tackle manufacturers. Some 
have the amazing pop-out net. Combined with Langley Reels, 
they offer American anglers the finest sport in the world. 


“VERY HIGHEST QUALITY 
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Fast-Selling Master of Nuts & Bolts 


weRIiESIDp 
Hex Wrench 


Wide-open fast-action multi-sided grip 
on every hex, square and flathead! 


Quick adjustment —stays to size . . . this new 
Hex Wrench goes on easily, won’t slip off— 
harder you pull, the tighter it grips . . . no 
more skinned knuckles or rounded nut shoul- 
ders! Narrow jaw for close quarters. Famous 
RIGID heavy-duty design, guaranteed 
housing, comfort-grip handle. Three sizes 
for *s’’ to 2” nuts. The better tool your 
customers have long been wanting ...Show 
it and you sell it fast — order new RIGID 
Hex Wrenches from your Wholesaler today! 


o "q 
"Got the RIGAID 


name on it?... 
Okay, I'll be right 


in for a couple!” 











THREADED PIPE.../It’s Tight...It’s Best... Costs Less! 


cy pe 
es < 
a Xa ae 





@ MARINE SAFETY PRODUCTS 
@ BOATING ACCESSORIES 
@ MARINE CASUAL WEAR 

@ SLEEPING BAGS 


unequalled for Quality 
unmatched for Safety 








fod 
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SKI TOW ROPES 
Polyethylene end Manile, Single 
#33) ond Double Mendies 
VINYL TAFFETA CUSHION 
(Coes! Guerd Appreved) 


#244 “SPORTSTER” 
(Coest Gverd Approved) 


#1228 FLUTTER BOARD 


#217 “STAY-A--LOAT™ 
Coes! Gverd Appreved) 


BOAT FENDERS 


WATER SKIS Plestiso! —Kepok — Cork 


Fer inbeerd, evtboord 
end siciom type 


Phi 
la 


#23) WOMAN'S VEST 
Unicelivier Foemed Plastic 


" 
. B 
LI 
i) 
“ 


Cs 


YACHT CAPS 


Individvelly 
Packed 


#325 VINYL LEATHERETTE CUSHION 
(Coest Guerd Approved) 


#119 “KIDDIES SWIM FLOAT” 
istered Trademark of E. |. DuPont de Nemours & Co. for its Polyester fire 
4 ¥ 

“You can’t buy better... Write & 

to save your life” for free literature b= 
i ns asc ite naan cg OR Ea 
THE AMERICAN PAD & TEXTILE CO. 

GREENFIELD, OHIO 


Fairfield, Calif. New Orleans, La. 





Trenton, N. J. 
In Canada: Tapatco, Lid., Magog, Quebec 
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Now, in a 24” circle, you can set up a Basic These 21 Lufkin tapes and rules were select- 


ROYAL 


~ ~ ween cla | 


MEASURING TooL DEPARTMENT that displays ed for fastest TURNOVER .. . based on a 
all the tapes and rules that are basic to your thorough national study of retailer and 
business . . . and you can add supplementary wholesaler records. The plan has been store- 
items that are popular in your locale. It gets tested in typical hardware stores. The facts 
these profitable items out in the open—on prove that you'll be losing business if you 
target—to spark impulse sales. don’t display all 21. 
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5 APPEAL! IN CASH! 


YOU SCORE A MULTIPLE PAY-OFF! 
















Turnover Target organizes a// your tapes and rules. Your cus 
a tomers can see, price and select what they need without asking 
d : he target display increases turnover and profit by guiding See the 
.. customers to your simplified, basic inventory 
s 3 You can check your inventory at a glance there’s room on back page for 
1 hooks for complete stock 


4 You get the only complete line of basics, packaged for wall display complete details 


fiery 


BASIC MEASURING TOOLS 
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TOUCH 


APF ROVEDO 
MERCHANDISING 
PROGRAM 


New Lufkin display hits you 


TURNOVER TARGET 


with all 21 basic tapes and rules 








Lufkin’s TURNOVER TARGET Rives you 


the only complete line of basics 


PACKAGED FOR WALL DISPLAY 


LUFKIN TURNOVER TARGET BMT21 








QUANTITY | CATALOG | LENGTH DESCRIPTION a 
TAPE RULES 

1 w926 6’ Ya" White Clad Mezurall $1.10 
1 w928 8’ ¥2" White Clad Mezurall 1.35 
1 | w9210| 10° | %” White Clad Mezurall 1.65 | 
l w9212 12’ ¥2" White Clad Mezurall 1.98 
l w9310 10’ 34” White Clad Super Mezurall 2.49 
] w9312 12’ ¥%” White Clad Super Mezurall 2.98 
] W728 8’ ¥2” White Clad MezurMatic 1.55 
| w7210 10’ 44” White Clad MezurMatic 1.89 
l w7312 12’ 34” White Clad Super MezurMatic 3.29 
l RW8 8’ 42” White Clad Replacement Blade 70 


l RW10 lo’ 44” White Clad Replacement Blade 80 
] RW12 12’ 42" White Clad Replacement Blade 1.00 
l RW312 12’ 34” White Clad Replacement Blade 1.50 


STEEL TAPES 
l HC253 50’ Chrome Clad Leader 7.00 
l HW223 50’ White Clad Banner 5.29 
l HW226 | 100’ White Clad Banner 7.29 
WOOD RULES 
l X46* 6’ Heavy-Duty Extension* 2.50 
] 066* 6’ Red-End, Regular Reading* 1.80 
] 966 6’ Red-End, Two-Way 1.80 
] 636 6’ Red-End, Masons’ 2.20 
l 460° 6’ Universal, Regular Reading* 90 

















Price List — Replacement Blade Selector — 


24” Display with 21 Hooks — Basic Stock and N/ 
Stock Order Forms — Complete Instructions. C | 








21 Total list $51.06 


*These wood rules also available 


suibsng went tvs, DEALER COST: $34-06 


Hit the bullseye NOW 
for big: profits 


These are the numbers that sell . . . the 21 tapes 
and rules listed in the chart at the left. They’ll 
serve up to 95°, of your customers’ requirements* 

-and will all be included in the new NRHA Turn- 
over Handbook. Now, you can put all 21 on display 
with the eye-stopping TURNOVER TARGET. 


TURNOVER TARGET accommodates your complete 
inventory of the 21 basic tapes and rules. It’s a 24” 
circle with five 6’ hooks and sixteen 9” hooks. 
Each hook will support your minimum stock, plus 
a standard package quantity of each item. 


The display will be shipped with only one each 
of the Basic 21 tapes and rules. This permits you 
to put your present stock on the TURNOVER TARGET 
immediately . . . and place an additional order for 
only the numbers where you are short. 


What about supplementary numbers to meet 
your local requirements? A Basic Stock and Price 
List gives you information about all Lufkin tapes 
and rules to help you plan your complete depart- 
ment. With new hang-up packaging, most items 
will go on your tool wall next to the TURNOVER 
TARGET. 


These sales helps are all FREE. Your cost is only 
the regular cost for one each of the Basic Measuring 


Tx rt yIs. 


The National Retail Hardware Association has 
approved this display and merchandising program. 
It can help you reduce inventory, increase turnover, 
make more sales. Get in touch with your Lufkin 
wholesaler for your TURNOVER TARGET today. 


*Established by a study of Lufkin sales records 
discussions with wholesalers—and a national surrey 


of hardware stores and lumber yards, 
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I To increase your fishing-line sales— 


ea 


‘4 


GREATEST 
AD CAMPAIGN 


featuring 
G-6 DACRON”*! 











Get ready for the strongest advertising drive in Gudebrod 


history—a steady schedule of attention-getters in the lead 
ing sporting magazines—Outdoor Life, Field & Stream, 
Sports Afield, Salt Water Sportsman—as well as other out- 
standing publications. Hard-hitting messages will reach 
your customers month after month. Tie in — display 
Gudebrod lines—tell about their dependability. You can 
recommend Gudebrod lines with full confidence! 


Every ad will feature 
Gudebrod G-6 Dacron line 


One of the fastest-growing lines in 
the country; for spinning, bait 
casting, squidding, trolling. 
EXTRA-FINE DIAMETER allows 
more line on reel, improves casting 
accuracy, reduces visibility. 
NO-STRETCH FEATURE helps fish- 
erman set hook quickly. 

EXTRA STRENGTH supplies the 
plus that brings ’em in. 





a 


Other featured lines— 
stock them all! 


FOR BAIT CASTING: 
Gudeline Nylon 


FOR FLY CASTING: 
Gudebrod G-5 Nylon Floater 


FOR SQUIDDING: 
Gudesquid Nylon Line 


MONOFILAMENT: 
Gudebrod G-4 Monofilament 





*DuPont's trademark for Polyester Fiber 


When it's great to 
know the line is 








Geed squidding! It's always good with 
GUDESQUID Nylon Line. A water 
proof, coreless braid specially heat 
set for minimum stretch. Amazingly 
long life. Ecru or green 


There are top-quality 
Gudebrod lines for 
every hind of fresh and 
salt water fishing 


*OwPent » Wagemers 
tet Potyeste: | wer 


FREE.. Hew to Forecast the 
Weather A hendy color booklet for 
—mt tehermen. Write Dept 


ack for GuDEBROD 


Gudebrod Gres Silt Co. inc. Phila 7. Pe 


FIRST IM LINE FOR BETTER FISHING 






































Top-quality lines for every kind of fresh and salt water fishing 


‘ 
om oll 


Gudebrod Bros. Silk Co., inc., Phila. 7, Pa. 
a eS 
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FASTER TURNOVER ON 
MINIMUM FLOOR SPACE 


That’s the BIG PROFIT PICTURE for every 
TM TAYPAIL with PROOF COIL or BBB chain! 


The many applications for TM Proof Coil and BBB Chain make 
them fast movers—top profit items for hardware dealers everywhere. 
Both are color-coded and tape-measured for quick, easy identification 
and measuring. Packed in rugged metal Taypails that stack easily . .. 
require minimum floor space... create mass displays . . . stimulate 
full Taypail sales and profits for you. 

Taypail has many secondary uses. Call 

aylor your jobber or write for your copy of 

ade new Bulletin 26A today. 


SINCE S$. G. TAYLOR CHAIN COMPANY, INC. 
CHAIN 1873 Hammond, Ind. — 3505 Smaliiman St., Pittsburgh, Pa. 





tings, installation instructions, tech- 
nical properties, and estimated flow 
rates for water in various pipe sizes. 
It also contains a chart which lists 
many common industrial liquids and 
specifies which of these liquids may 
be carried in Supplex piping. Ame- 
race Corp., 200 E. 42 St., New York 
oy, ae ae 
Write in No. A61 on card, Pg. 101 


Hack Saw Frame. An adjustable 
tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available 
catalog. Great Neck Saw Manufactur- 
ers, Inc., Mineola, N. Y. 

Write in No. A62 on card, Pg. 101 


Lawn Mowers. Catalog. sheets 
which picture the entire Lazy Boy 
and Capri lawn mower line and the 
new Lazy Boy riding rotary mower 
in full color, with complete descrip- 
tions of best-selling features, are of- 
fered. Two new self-propelled mow- 
ers are in the line for 1959, 22” and 
24”. Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo. 

Write in No. A63 on card, Pg. 101 


Padlocks. Padlocks to meet every 
need are described in a 20-page cat- 
alog which features actual size illus- 
trations of the company’s entire line. 
Included for the first time is a sec- 
tion on special long shackle padlocks. 
Also described are two newly de- 
signed super security padlocks which 
have an extra short shackle clear- 
ance of only %%-inch. Other sections 
of Catalog #56 describe Master's 
Special Service Department, as well 
as Master’s padlock and bikelock dis- 
play boards. Master Leck Co., Mil- 
waukee 45, Wis. 

Write in No. A64 on card, Pg. 101 


Tapes and Tape Rules. Colorful 
catalog pages cover the company's 
complete line of hardware items 
which includes all types of steel 
measuring tapes and tape rules from 
3- to 100-feet, and augmented by 
woven tapes, plumb bobs and hand 
levels. The pages are illustrated and 
give outstanding features of each 
item, plus packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 

Write in No. A65 on card, Pg. 101 


Hack Saw Blades. A catalog page 
is available covering the Griffin line 
of Hand Hack Saw Blades, Coping 
Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 

Write in No. A66 on card, Pg. 101 


Door Hardware. A booklet illus- 
trating door hardware items con- 
tains compact technical information 
and provides answers to customers’ 


For more information use Handy Return Card, Page 101 SOUTHERN HARDWARE for FEBRUARY, 1959 








handle the newest 
most sparkling line 
of tillers, riding mowers, 
and concrete mixers... 
customens We 
ail hing for! 
| 
Here are two of a complete line of 


tillers designed to sell on sight. They 
are rugged .. . dependable and 


service free... 


= 





GILSON 





SELECTIVE 
ROTATING 
POSITIONS 


MOST 
MANEUVERABLE 
TILLER 











EVER MADE 


Swivel Wheels Lock into 4 
Positions or Free Swivel. Tills 
Around Shrubs and Trees with Ease 
TILL — WEED — MULCH 
Cultivate with One 
All Year ‘Round Machine 
YOUR CHOICE OF 7 TILLERS 


BROS.CO 


Plymouth, Wisconsin 


GILSON 


Super TILLER 


All deluxe features . .. 
4 cycle 3 H.P. Briggs & 
Stratton engine 
Heavy cast iron base and 
gear case 
4 Timken bearings 
16 guaranteed unbreakable 
Universal hoe tines 
Standard width 22"' expand- 
able to 32" 
Swinging depth control 
WRITE FOR 
FURTHER 


DETAILS TO 
BOX 47- 


a real profit maker. 


TILLER 


4 cycle 3 H.P. Briggs & 
Stratton engine 

Rewind Starter 

Universal Hoe Tines 

Cutting width 22" expand- 
able to 32" 

Heavy duty gear case with 
4 Timken bearings 


PLYMOUTH, WISCONSIN 
FREDONIA, WISCONSIN 
GREENSBORO, NORTH CAROLINA 
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“most asked” questions. The 12-page 
booklet, #A-91 Lumberman’s Cata- 
log, is in color. Richards-Wilcox 
Manufacturing Co., Aurora, III. 
Write in No. A67 on card, Pg. 101 


Drill Attachments. Two catalozs 
are offered on the company’s hard 
ware line. One is a 4-page, 11” x 11” 
folder suitable for inclusion in 
wholesalers’ catalogs. The other is 
an 84%” x 11”, 8-page book that 
wholesalers can make available to all 
their dealer prospects. Items cata- 
loged in both books are: Supreme 
Brand Chucks; six models of Supreme 


Versamate. Supreme Products Corp., 
2222 S. Calumet Ave., Chicago 16, III. 
Write in No. A68 on card, Pg. 101 


Spring and Summer Sports. The 
1959 D&M Spring and Summer 
Catalog contains 38 pages of D&M 
merchandise along with appropriate 
illustrations and descriptive infor- 
mation. Featured is the line of Mac- 
Gregor golf equipment. The Draper- 
Maynard Co., Cincinnati 32, Ohio. 

Write in No. A69 on card, Pg. 101 


Hand-Tool Equipment. Auger and 
electric drill bits, chisels and gouges, 


Sc 


rewdriver 


Attachments; the Su- 


preme Versamatic; and the Supreme 


drawknives, door lock bits, the #515 
Nail Puller, and other hand-tools are 





| You’ll Sell More Plastex 


Vea. 


For more information use Handy Return Card, Page 101 SOUTHERN HARDWARE for FEBRUARY, 1959 


because Plastex gives 


you more to sell! 


FLEXIBLE PIPE 
Plastex Polyethylene in sizes 
from 4” thru 6” — 75 and 100 psi 
pressure rated — single and twin- 
tube types—lengths to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 


Plastex Kralastic . . . in sizes from 
4” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 
Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 

approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


Let us send you complete information 


THE PLASTEY 0. 


GE SINCE 1939 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 





pictured and described in a catalog 
available from the manufacturer. 
Greenlee Tool Co., 1822 Herbert Ave., 
Rockford, 11. 

Write in No. A70 on card, Pg. 101 
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Poe's Grows— 
in Size and Profits 
(Continued from page 48) 


tools on a “Rental Bar.” However, 
most of the rental operation is con- 
ducted in the backroom. The bulle- 
tin board and the display counter 
are merely to let customers know 
that the service is available. 

Poe cautions that the 
business can develop a lot of head- 
aches in the way of stealing or mis- 
use of equipment. He also adds that 
to conduct such a business it is 
necessary to have a complete as- 
sortment of tools and enough tools 
to take care of the demand. “We 
have several hundred tools in some 
items,” Poe stated, “because if a 
person comes in once or twice and 
we don’t have what he wants, we 
have lost a customer.” 

On an over-all basis the rental 
operation is considered to be very 
profitable despite the fact that 
some items are mistreated and even 
stolen. Another thing considered 
essential for a successful rental de- 
partment Is an expert repairman to 
keep all tools in tip top condition. 

The rental service is promoted 
with direct mail cards listing some 
of the things available, and these 
cards are given out in the 
store. 

When Poe's held its grand open- 
ing, 30,000 pieces of direct mail 
were sent to residents within a 
three mile radius of the store 
However, based on questions asked 
the people who came in during the 
grand opening, Poe feels that 
newspaper ads drew about 75 per- 
cent of the store trade. About $1600 
was spent on newspaper advertis- 
ing compared to about $800 on di- 
rect mail so these figures indicate 
a somewhat better response from 
the newspaper ads than from the 
direct mail. 

During the grand opening, cus- 
tomers were served with refresh- 
ments, and free souvenirs were giv- 
en to adults and children 

e 


rental 


also 


Planned Promotion 


7 
(Continued from page 53) 


worth of fixtures and the mer- 
chandise they display may be 
seen from either the street or the 
sidewalk. 

Cozier is an enthusiastic user of 








The Supermatic Citation: ... style-setter of the year 
. . . and already a familiar sight wherever the champion piste! shots 
compete. Proved in the Moscow matches . . . at Camp Perry and the 
National Mid-Winters! Here's a new classic — an attention-getter wher- 
ever it's displayed — and a glamorous reminder of all the other leading 
handguns built by Hi-Standard for "59. 


TREND-SETTERS in DESIGN 
PACE-SETTERS in SALES! 


That’s the Hi-Standard line for 759! 


From the world’s biggest manufacturer of .22 caliber handguns come these sleek, sure-shooting sensations: 


The Sentinel: nine-shot re- 


The Dura-Matic: in auto- 
loaders, this is the most gun for the 
least cost . . . perfect for plinking 
and target fun! Smooth-as-silk 
action, uncanny accuracy with .22 
long rifles. 


The Sport-King: here's a 
10-shot autoloader equally popular 
with sportsmen and target shooters 

. fires .22 long rifles, features 
positive lock safety, and choice of 
6%” and 4%” interchangeable 
barrels. 


volver available with 2%”, 3”, 4” 
and 6” barrel . . . all firing .22 
shorts, long and long rifles at the 
shooter's option. Snub-barrel Sen- 
tine! is a shining sales sensation — 
comes in sparkling gold, turqueise, 


pink Dura-tone finish as well as 
deluxe nickel or blued. 


The Double-Nine: fastest-shooting, 

fastest-loading, fastest-selling of all Western-Style 

handguns . . . 9-shot single and double-action . 

with single-stroke, multiple ejection . | truly 

authentic design and priced below all other 22's 

in this class! 

This year the pace in faster-moving handguns will be set again by 
Hi-Standards — the most popular .22 autoloading pistols and revolvers 
ever. They look right, shoot straight, and sell on sight. For more sales, 
higher profits than ever, stay with the trend — 


See your jobber salesman — or write for new full-color catalog. 


THE HIGH STANDARD 
MANUFACTURING CORP. 


HAMDEN e CONNECTICUT 
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all manufacturers’ display helps he 
can obtain. “High-salaried experts 
design these things for only one 
purpose—to help the dealer sell 
more merchandise,” he explained. 
“I think the dealer who doesn’t 
utilize them is passing up low-cost 
and efficient promotion pieces.” 

He sped up sales and turnover in 
the excellent housewares depart- 
ment by switching the island dis- 
play unit from a parallel position 
in relation to the front of the store, 
to an angle forward of about 30 
degrees. He did this at the insist- 
ence of Mrs. Cozier. 

“The new arrangement exposes 
more merchandise to the browser,” 
Mrs. Cozier declared, “and it 
makes the department look more 
attractive and somewhat larger.” 


* 


Housewares Distribution 
(Continued from page 51) 


wholesalers pointed out that of the 
housewares products carried in 
stock sales are greatest on traffic 
appliances; 26° listed galvanized 
ware; 21% indicated aluminum 
utensils; 12%, steel - copper uten- 
sils; and 12%, plastic ware. Other 
wholesalers, a small percentage in 


each instance, mentioned light 
bulbs, glass ovenware, ironing 
tables, gas heaters, rubber house- 
wares, electric heaters, fans, enam- 
elware, picnic jugs and chests, 
and ice cream freezers as products 
which account for their heaviest 
sales volume. 

And for a majority of wholesal- 
ers, sales of housewares continue 
on a near year-’round basis. For 
67% of those wholesalers who re- 
turned a questionnaire, sales of 
housewares are heaviest in the fall, 
while for 47% the winter months 
are the best sales season. 27% re- 
plied that sales are greatest in the 
spring, while only 9% listed the 
summer months. For 64% of the 
reporting wholesalers sales of 
housewares are heaviest in the fall 
and winter months. 

Generally, southern hardware 
wholesalers have recognized the 
importance of housewares and the 
profit potential for the entire trade. 
In numerous houses there are dis- 
tinct housewares departments 
headed by a full-time buyer. A 
number of other wholesalers have 
staged housewares clinics and deal- 
er merchandise shows in which 
housewares products predominat- 
ed. Most of these dealer shows are 


now permanent events—a direct 
result of dealers’ interest in the 
line. 

Among retailers — as among 
wholesalers—there is no uniform- 
ity as to which products in the 
housewares line account for the 
greatest volume. For 29% of the 
participating dealers aluminum 
utensils account for the heaviest 
sales, galvanized ware is the big 
seller for 21%, while 16% reported 
that light bulbs are the top sales 
item in the housewares line. Many 
other products were mentioned as 
sales leaders, but only by a small 
percentage in each instance: e- 
namelware, plastic ware, glass 
ovenware, steel - copper utensils, 
chinaware, fans, gas heaters, rub- 
ber housewares, kitchen cooking 
tools, step ladders, picnic jugs, 
household cleaners, ironing tables, 
pressure cookers, cutlery, and ice 
cream freezers. 

For a majority of southern re- 
tailers, also, sales activity in the 
housewares section or department 
goes on virtually year-’round. 
Asked if business on these lines is 
fairly even over the year, 66% in- 
dicated that this was the case. Of 
the remaining dealers, 29% re- 
ported that housewares sales are 





Sell Sterling... 
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POULTRY NETTING 


Made of Copper-Bearing 
Electric Furnace Steel 


Sterling Poultry Net- 
ting is made from 
electrically refined 
copper alloy steel. 
Every strand is galva- 
nized either before or 
after weaving, to assure 
a long lasting product. 


The Sterling lock-twist joint makes a 
—_ q ty uniform sized, oe 
is accuracy of these mesh for- 


ob results in a nettin 


free from 


buckles, and gives rigidity that permits 
tight stretching without distortion. 


Extra Line Netting has an extra line run- 
ning horizontally at intervals through the 
netting for added strength. 


Hardware Cloth (Welded) 


2 x 2 mesh with mechanically accu- 
rate wire spacing. Electric furnace 
steel wire is galvanized both before 
and after welding. Standard widths 
from 12” to 72”. 


Hardware Cloth (Woven) 
Uniform in width with double sel- 
vage for extra strength. Zinc galva- 
nized after weaving. Six standard 
meshes dl Ez. 7 as, € 2 ¢, 
8” x 8”, %” x %”, and %" x %"... 
widths 24”, 30”, 36”, 48”. 


Field Fence ¢ Barbed Wire ¢ Baling Wire ¢ Smooth Wire 
Ornamental Lawn Fence and Gates @ Fabri-Cloth 
Stucco Netting e Corn Cribs and Cribbing ¢ Nails and Staples 


eta ody STEEL AND WIRE COMPANY 


N Ww } W aly 


* STERLING, ILLINOIS 


For more information use Handy Return Card, Page 101 SOUTHERN HARDWARE for FEBRUARY, 195? 











SEE WHY 7RUE JEMPER. 
FISHING RODS SELL FASTER 


New Tip Combines New ‘Speedlock’ Handle 
HOLLOGLASS FOR ACTION SEATS REEL QUICKER 
SOLID GLASS FOR POWER THAN EVER—CAN’T JAM 





] g AMERICAN TACKLE DIVISION 
RUE EMPER. A «3 Your basic line — your money line 
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greatest in the spring months, 
while a like percentage pointed to 
the fall months. Winter sales, 
boosted by Christmas buying, are 
heaviest for 36°, while only 12% 
mentioned the summer months 

Southern dealers have a particu- 
lar advantage in selling house- 
wares. A mild climate lengthens 
the sales season, and the popularity 
of outdoor living has continued to 
lengthen this sales season for bar- 
becue grills, picnic supplies, and 
other such products in the house- 
wares lines. 

Southern dealers are becoming 
increasingly aware of the impor- 


tance of housewares in helping to 
. Quality housewares 
continue to attract women custom- 
ers, and throughout the South alert 
dealers are capitalizing on the tre- 
mendous sales appeal and “display- 
of housewares to add to the 


boost turnover 


ability” 
attractiveness of their stores. 


° 


Variety Plus Promotion 
Equals Turnover 
(Continued from page 56) 


“We refrained at our first par- 
ties from selling, but we have since 





CHAPIN 


THE LINE 
FOR ’59 


IN LAWN AND GARDEN SPRAYERS 


New Design! 
New Appeal to Customers! 
New Sales for You! 


Most sales-stimulating innovation in years in 
lawn and garden sprayers! Chapin’s new wide- 
diameter compressed air sprayer in a complete 
range of capacities! Larger diameter and lower 
height add greater balance and stability, new 
carrying convenience, modern appearance. SAME 
dependable Chapin quality and performance. 
Two-stage safety lock. Oil-resistant hose, gas- 
ket, valves. 


Send for our new 
1959 catalog il- 
lustrating Chapin’s 
complete line of 
dusters and spray- 
ers. Write Dept. 
10. 


<4 Compare this new 
wide-diameter Model 
No. 141 with this old- 
style small diameter 

Model No. 140 » 


A complete range of ca- 
pacities in both styles 


Quality Sprayers and Dusters since 1887 


MANUFACTURING WORKS, 


INC, 
BATAVIA, N. Y. 





learned that it is wise to sell an 
item when a customer wants it. 
Excellent response to the event has 
made it a source of substantial 
sales in housewares,” Ramsburg 
noted. 

All invitations are addressed 
and mailed by Mrs. Ramsburg, and 
a brief personal note is put on the 
invitation when a customer is a 
personal friend. Such notes contain 
comments on items Mrs. Ramsburg 
considers of interest to the in- 
dividual. 

About 10% of volume is in lay- 
aways. The Ramsburgs do not in- 
sist on a down payment since in a 
small town they know their cus- 
tomers well. Credit plays a very 
slight role in the sizeable volume 
in housewares done by this dealer. 

Ramsburg places great emphasis 
also on getting close to the com- 
munity and learning his customers’ 
needs and tastes. He offered as an 
example a visit he and his wife 
made to an out-of-town housewares 
show. They saw a set of decorator 
scales. He passed up the item, but 
Mrs. Ramsburg thought it would 
bring a sale. She was right; the 
first day it was displayed it was 
sold. 

Summing up his ideas on how a 
dealer can make housewares a 
profitable line, Ramsburg said, 
“Keep all stock well in view 
changing things around to freshen 
location. Set up housewares for 
handling, examining, and using. 

“Have an ever-changing variety 
through good turnover. Variety 
draws traffic; traffic means sales. 
Finally, know your community 
and its tastes, for this is the only 
way to achieve good turnover.” 


. 


Merchandising Formula 
for Gifts and Housewares 


(Continued from page 55) 


from $1.49 to $2.98, fancy planters 
from $1.49 to $3.95; and figurines 
from $2.00 to $10.00 are the 
principal items stocked. A consid- 
erable stock is on hand, from 
which many promotional items are 
available during the seasonal pro- 
motions for Easter, graduation, and 
other events. 

Considerable attention is given 
also to housewares at Douglas’, 
and here again, the selectivity of 
items Is very important in mer- 
chandising them successfully, ac- 
cording to Hollberg. 

Best items in the Pyrex line are 
casseroles ranging from $2.95 to 
$5.95 in price; plain and colored 
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THE DIFFERENCE — In the PRICE of BARBED WIRE Is Largely ... 


THE DIFFERENCE — Between WAGES Paid AMERICAN WORKERS and Wages Paid 
WORKERS IN OTHER COUNTRIES 
Some farmers feel that American wages are too high. But when you 
stop to think that if the American wage scale were the same as the 
scale* in foreign countries, then American workers could buy a great 
deal less of the food and fiber your farm customers produce 
Wages of workers in other lands do not permit them to purchase the 
food and fiber your farm customers produce except the surplus that 
is either given away or sold at prices below the American market. As 
tax payers, every dealer, every farmer and every worker helps pay 
for such subsidy losses. 


Only about 1/3 of the American scale, according to tables prepared by the American Tariff League 


THE DIFFERENCE - |, Quality Makes U.S.A. Barbed Wire By Far the BEST BUY 
For Your Farm Customers When Figured On a Cost Per Year 
of Service Life Basis. 


SHEFFIELD SS 
= SHEFFIELD 


pn Co 


pant ‘wy 


High Strength 


BARBED WIRE 


UP TO 20% STRONGER Your customers can stretch it tighter and come up with a strong string 


of fence that will need less time and expense to keep in repair. 


PLIABLE FOR EASY HANDLING It’s no trick to make stronger steel wire. Through years of research, 


Sheffield metallurgists discovered how to keep stronger wire pliable 
— easy to handle. 


TIGHTER GALVANIZING Also, Sheffield metallurgists found a way to make galvanizing stick 


tighter to the stronger steel. 


EVENLY SPACED BARBS Whether two point, or four point, the sharp barbs on Sheffield “100” 


are evenly spaced no misses. 


NON BRITTLE—NOT SOFT Sheffield “100” Barbed Wire is uniform. Sheffield’s quality controls 


prevent wire that is too brittle or too soft from getting on the market 


LONGER LASTING The uniform, pliable, high strength steel and the tight galvanizing 


of Sheffield “100” bring your customers barbed wire that is bound to 
ast longer cost less per year to own when figured over its years of 
longer service life. Convince farmers to fence for the future with Shef- 
field and you will protect both their interests and your own 


Made By Neighbors Of Yours Who Stand Behind Every Reel 


SHEFFIELD DIVISION 





ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, Inc. » The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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Pyrex starter sets and coffee 
makers ranging in price from 
$3.95 to $7.95. 

Aluminumware is also an im- 
portant item in adding sales vol- 
ume. Tea kettles, percolators, dou- 
ble boilers, frying pans, cake pans, 
and roasters lead the other items 
here. There are two full four-level 
counters displaying one of the 
lesser expensive brands, and, if 
stocks need balancing, this item is 
promoted during the firm’s 20%- 
off-sale at the end of the year. 

Douglas’ carries two lines of 
china, one retailing from $9.95 to 
$14.95 a five-piece place setting 


and See 


PROFITS 
Walk In! 





and the other retailing from $4.80 
to $5.15 a five-piece place setting. 

Cannister sets, bread boxes, nut- 
crackers, stainless steel utensils 
(retailing from 25 cents to 59 
cents), ice buckets at $3.95, Rub- 
bermaid housewares items includ- 
ing mats, trays, drainboard mats, 
and sink stoppers are stocked in 
depth, providing many selections 
for impulse sales. 

Related items sell well when 
stocked and displayed close to the 
housewares department. Many 
lines of cleaning supplies are dis- 
played on wall counters adjacent 
to the housewares items. In the 


For there’s an attractive, stable market for Gold Medal Cot- 
ton, Continuous Filament Nylon, and Nyak Seine Twines. 
They are famous among fishermen for everything they want 
in a seine twine: great strength, uniformity, easy workabil- 
ity. Attractive packaging for effective display... Nyak and 
Nylon twines in individual polyethylene bags. 


COMING UP FAST! 


NYAK Seine Twine offers all the big advan- 
tages of Nylon at a saving. 


Order From Your Jobber 


w, 


o> THE LINEN THREAD C0., INC. 


418 GRAND STREET @ PATERSON 12, N. J. 


New York « 
Boston « St. Louis 


Chicago « 


San Francisco 


Baltimore « Gloucester 


Makers of Quality Twines Since 1784 





center aisles, small kitchen uten- 
sils, measuring spoons, cake cut- 
ters, cake and pie servers, cookie 
cutters, lemon squeezers, and hun- 
dreds of other pick-up items are 
displayed. 

A display of portable appliances 
completes the variety of items in 
this department. 

In the rear of the main floor, a 
complete garden center is main- 
tained, not only to pick up re- 
lated sales of plants for planters, 
but to encourage the community 
to use plants indoors for decora- 
tion. Lewis H. Beck, who is in 
charge of the garden center, is also 
president of the Griffin Men’s 
Garden Club and acts as consult- 
ant to housewives and home-own- 
ers throughout the section on 
plants, shrubs, and flowers. 

Though predominately hardware 
in its beginning, the Douglas store 
at the time concentrated its sales 
emphasis on gifts, toys, house- 
wares, and the garden center. The 
basement served as hardware store 
and storage for the other items; 
however, Hollberg indicated plans 
for selling the hardware lines 
principally through Hollberg Hard- 
ware down the street. 

Principal promotion for the 
Douglas store and the gift and 
housewares departments is con- 
centrated in newspaper and radio 
advertising. 

“We use the institutional type of 
advertising featuring brand name 
to develop the quality idea for 
these departments,” Hollberg ex- 
plained. 

Seasonal promotions on_ the 
radio usually demand from 30 to 
60 spots, depending upon the pro- 
motion. Mother’s Day, Easter, and 
Graduation Day suggest themes 
for these promotions. 


e 


Well-Planned Location 
Doubles Housewares Sales 


(Continued from page 57) 


Then something happened to 
Trumann that is happening all over 
the South. A large manufacturer 
established a plant there. Employ- 
ing hundreds of women, the plant, 
near the business district, added a 
fat payroll to the town. 

Owner Harlan, expecting his 
hardware store to grow fast, added 
some new lines that should attract 
women with a weekly pay enve- 
lope. Business livened somewhat, 
but Harlan was not satisfied. 
Standing at his front door, he an- 
alyzed Trumann’s main street. 
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WOOD SCREW ACTUAL SIZE CHART 


“TTT IT 


SLOTTED PHILLIPS 


HeaD stvies | “‘ T V¥ 


FLAT ROUND OVAL 


MATERIALS 
STEEL BRASS ALUMIMUM STAINLESS STEEL SILICON BRONZE 


FINISHES 
PLAIN NICKEL CHROME CADMIUM HOT DIPGALVANIZED ZINC BLUED 


T ) Wyryrre 


*REPRODUCED HALF SIZE 


, 


Ask our distributor for this Chart. It’s Free 


4 
! 
l 
I 


Through educational] information and consumer advertising, Southern is 
going all out to pre-sell your customers on the Southern Family of Quality 


I 
How Southern adnate 


Your customers know the quality and variety of Southern Screws 

h | i through educational materials, such as the TC-4 chart and similar pam- 

e ps $e phlets offered free by Southern for hardware dealer distribution. And 

now, the new Wood Screw Actual Size Chart (half-size illustration above) 

y C t once more puts precision-made Southern Screws before the public on a 
our us omers convenient, easy-to-handle card, available only through your Southern 
Screw distributors. Ask your distributor for this chart to assist your cus- 


tomers in choosing the right size screw for the right job 


Southern’s year round consumer advertising in such national publica- 
tions as Popular Science, Popular Mechanics, and others continually advises 


eae = your customers of Southern’s variety of quality screws available in the 
hardware 5 * ne ‘ 
= —-- famous EZ to ( package 


Sold through leading wholesale distributors 


Wood Screws 

Stove Bolts 
A,8,C.&F 

Tapping Screws 
Machine Screws & Nuts 


Wood & Type U 

Drive Screws SCREW COMPANY 
Dowel Screws STATESwrene ° ORTH CAROLINA 
Carriage Bolts 


Hanger Bolts 


Warehouses: NEW YORK « CHICAGO * DALLAS « LOS ANGELES 





SOUTHERN HARDWARE for FEBRUARY, 1959 For more information use Handy Return Card, Page 101 








Women, pouring out of the plant 
at closing time, crowded the curb, 
waiting to cross the traffic and get 
to their homes on the residential 
streets. 

“Traffic just took them away 
from my store,” Harlan explained. 
“A few of them remained on my 
side of the street and walked to 
the end of the block, passing my 
store. Many of these came in to 
buy. But most of the workers, with 
spending money in their purses and 
time to do some shopping before 
going home, hurried across the 
street and down the side street, 
which was an artery to the resi- 


dential district. I knew I'd have to 
move.’ 

Watching his opportunity, Har- 
lan found the store he wanted, on 
the other side of the street. He did 
some remodeling and redecorating, 
but not as much as he intended to 
do eventually. What he mainly 
wanted was a quick move to a 
good location, and an opportunity 
to attract women to his displays of 
housewares and giftwares. Mrs. 
Harlan joined him in the store, giv- 
ing her attention to that front 
housewares department. Advertise- 
ments appeared regularly in the 
weekly newspaper. Windows and 











ROYAL House- 
hold and Heavy- 
Duty Extension 


Cords 


| ROYAL PVC Caps and Con- 


nectors . . . and other top quality 
wiring devices 
—_————— | 


| ROYAL Cartridge and Plug 


JRO SE... 


or spool of wire comes attractively 


ROYAL ELECTRIC CORPORATION 


PAWTUCKET + 


Build your electrical department vol- 
ume on these four popular Royal 
lines. Every Royal device, fuse, cord, 


packaged or colorfully branded to 
catch the customer’s eye . . . to stimu- 
late impulse buying . . . to boost sales 
and profits. 

Next time you order electrical sup- 
plies from your wholesaler, insist on 
the brand that’s most accepted — 
ROYAL! Write for catalogs so that 
you can plan your purchases. 


301 Saratoga Avenue 
RHODE ISLAND 





oes OM esseciate of 





interior displays were planned to 
pull traffic and to stimulate im- 
pulse buying. 

The results were fast and sur- 
prising. Women who had their own 
money to spend yielded to their 
natural impulse to buy labor-sav- 
ing devices for the kitchen and 
other articles to beautify and add 
comfort to the home. 

Kitchen labor-saving devices, 
Harlan declares, are necessary to 
the woman who works. He finds 
that one of the fastest selling items 
in the store is the small hand elec- 
tric mixer. Women who own the 
larger mixers are eager buyers for 
the small, light mixer that can be 
taken to the range for a fast mix- 
ing or beating job, and then rinsed 
quickly under running water. Sell- 
ing at $11.95, this offered no com- 
petition for the big mixer priced at 
$47.50. Many women who bought 
the hand mixer also wanted the 
larger one later. 

Having sold the hand mixer, 
Harlan then strove to make his cus- 
tomers want the accessories that go 
with a mixer—mixing bowls, cake 
pans, jelly molds, spoons, measur- 
ing cups, and numerous other items 
that appeal to the busy homemak- 
er who is eager for the items she 
can buy with her own pay check. 

Among women who work to- 
gether in a large plant is competi- 
tion and a well-defined yearning 
to keep up with the Jones family. 
If one buys something attractive 
from the housewares department, 
she talks about it. Harlan tries to 
sense what is selling fast at the 
current time. After two or three 
quick sales on an item, he pushes 
that item—shows it in the window 
and plays it up in his advertise- 
ments. 

One of his most attractive tables 
is filled with giftwares. Women 
with their own pay envelopes buy 
gifts for themselves, as well as their 
friends — planters, fancy teapots, 
decorative casseroles, and quality 
dinner sets can be bought, in open 
stock pattern, piece by piece. All 
of these items sell fast every week 
in the year. 

The rear of the store is stocked 
with everything a modern hard- 
ware store should sell. Women as 
well as men patronize it heavily 
for general hardware items. But 
that front housewares section was 
set up to make women pause, look, 
and come in. By catching the 
stream of traffic pouring from the 
big plant at the edge of the busi- 
ness district, the Trumann Hard- 
ware Co. doubled volume during 
the first year of operation after its 
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Introducing an entirely new development 
in closed face spin casting reels, the Impala features 
automatic feathering with large rubber cam (no more pinched 
lines! ). Automatic anti-reverse, positive case-hardened pickup mechanism 
and smooth brake action with exclusive spring loaded micro-disc drag for 
greater all-around fishing ease. 100 yards 6 lb. monofilament line pre-wound on 
spool. Die-cast aluminum construction. Anti-corrosive epoxolite finish ... . 








AIREX CORPORATION 


Division of The Lionel Corporation + 411 Fourth Avenue « New York 16. N.Y 
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@ The addition 
of this 30 Ib. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 











ww 





The Moore 720-8 
Counter disploy 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
10%,” high with 9” 
diameter base. All 
metal. Revolves. 
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your sales volume 
and net profits with 


NEW 


TARPAULIN SALES PROGRAM 
for WHOLESALE DISTRIBUTORS 


Here’s How 

You Get: 

1. A suggested Stock of 5 
Popular Sizes that repre- 
sent 90% of Tarp Soles 

2. Low $ Investment 

3. 35% Increase in Tarp 
Sales 


is) MAIL THIS 
COUPON TODAY 


Tarpavlin & Canves Goods Co., Inc. 
1302-10 W. Washington St. 
Indianapolis 6, Indiana 
Telephone: MElrose 2-945] 


. 25% Net Profit 
5. Fast Turn Over 
. Customer Satisfaction 


Guaranteed 


7. Complete selling and merchan- 


dising aids 








HOOSIER Tarpaulin & Canvas 


Goods Co., Inc. 

P. ©. Box 574, Indianapolis 6, Ind 
Please send me your New Torpoulias 
Sales Program for Wholesale Dis- 
tributors 


Nome Title 
Firm Nome 
Street Address 


City Zone State 











move across the street from the old 
store. 

Harlan maintains that if he had 
remained in his old store, he never 
would have had his share of the 
extra housewares volume. 

Housewares, he says, are his best 
traffic builders. They also have top 
rating as items that inspire impulse 
buying. Women in small towns 
with their own money are even 
more eager for new items than 
their sisters in larger cities. Thus, 
when Harlan does the buying for 
the housewares department, he 
looks for the newest and the most 
colorful in housewares. He also 
looks for everything that shortens 
a woman’s work in the home. A 
work-saving device sells to men as 
well as to women, and many men 
patronize the housewares depart- 
ment, buying items for the wives 
who add to the family income. 
Electric fryers and skillets, electric 
percolators and toasters, a complete 
set of fine cutlery, a pressure 
saucepan and a steam iron, a fancy 
salad maker that produces differ- 
ent cuts—all of these belong in the 
kitchen of the woman who works 
and the husband who helps with 
the housework. 

When seeing and buying is made 
easy in the right location, Harlan 
emphasizes, women will not resist 
the temptation to spend. “The 
sleepy little southern town, where 
everyone has plenty of time to poke 
around, is fast disappearing. In my 
new location that is closer to the 
factory traffic, I expect growing 
future volume, provided I keep on 
showing new items attractively and 
advertise them as I do now.” 


° 


$20,000 Housewares 
Volume 
(Continued from page 65) 


where Mrs. Street’s bought or bor- 
rowed new equipment works for 
the store. These friends see certain 
new items, see how well they per- 
form and want them. 

“It is surprising how a favorable 
impression created in the minds of 
just three or four friends creates 
business,” Mrs. Street declares. 
“Each friend tells other friends, 
and one small dinner party, where 
the women guests see me use cer- 
tain new items, may lead to several 
sales. One or two of those present 
will come in and buy the items. 
Their friends see them in use and 
want to know where they may be 
obtained. One tells another, until 
these in-kitchen practical demon- 
strations account for a considerable 
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give greater product selection 


to your customers... 
greater dollar volume 
to your chain sales! ~ 


e Watch your profits from chain and sesamin 
related chain items go up when you offer Assortment 
your customers eye-appealing, sales-stimu- 
lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, 
self-merchandising unit for featuring a 
variety of popular chain types. And all of 
these assortments are color-coordinated in 
ACCO yellow and blue and are clearly tay eto cong noone y 
labeled so that customers can shop... 
select ...and buy the specific item that 
they want. 

Here’s an example of the profit you make 
from selling ACCO assortments. The ACCO 
Chain Salesmaker, including the display 
rack with cutter and the No. 38 seven-reel 
chain assortment, costs you $95.35. Sold 
at suggested retail prices you ring up a 
whopping profit of $92.40. 

Ask your distributor about the ACCO 
assortments shown here and about the 
many others he has to offer. 


ORDER FROM YOUR DISTRIBUTOR 
* Contact your American Chain 
distributor for complete informa- 
tion about ACCO assortments or 
write our York, Pa., office for free 
Catalog DH-176B. 





























Acco Counter-Pak Acco Cotter Pin 
Chain Assortment Assortment 





American Chain Division 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, “ Assortment 
"indicates Warehouse Stocks *Portiand, Ore., *San Francisco . 





Acco Sash Chain Acco Repair Link 
Assortment 
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amount of our housewares vol- 
ume.” 

Mrs. Street stresses that an ad- 
ditional benefit she derives from 
her policy of testing most new 
housewares items received is the 
added satisfaction she feels by 
knowing what the merchandise 
will do and being assured, by her 
own experience, that what she says 
about any item is exactly as stated. 

“That gives you a certain confi- 
dence which overflows to the cus- 
tomer,” she says. “The customer 
has confidence in what you say by 
the way you say it, and decides to 
buy without hesitancy.” 

The company does around $20,- 
000 worth of housewares volume 
annually, on a stock turnover of a 
little better than three times. 

Mrs. Street is a liberal user of 
the telephone, to tell friends and 
customers of new housewares re- 
ceived. For example, when the 
company stocked a new type of 
stainless steel cooking utensils, 
she recalled that some customers 
had complained that their old 
utensils were stained and unsight- 
ly and that sometime they were 
going to get new sets. 

She telephoned all of these 
women she could recall and told 


them about this new type of stain- 
less steel that really wouldn’t stain 
and asked them to come down and 
look at it. She telephoned others 
who had not expressed interest in 
new stainless steel cooking uten- 
sils, believing they might be in- 
terested. 

She knows many of her custom- 
ers who are enthusiastic users of 
Pyrex ware. When she receives 
new Pyrex items, she displays 
them and calls these customers and 
tells them of the new items re- 
ceived. Such calls_ invariably 
stimulate sales, not only of the spe- 
cific items mentioned but others 
as well, because the calls induce 
women to come in and see other 
new merchandise, some of which 
they buy. 

Mrs. Street further stimulates 
store traffic, adds at least some- 
thing to volume, and clears out 
slow-movers by the continuous 
use of a “Bargain Table” near the 
center of the department, which it- 
self is located across much of the 
front of the store, so that women 
passing the store will see the mer- 
chandise. 

This Bargain Table is small— 
less than three feet square—and 
takes up comparatively little space 


at the end of a long island display, 
but it attracts a lot of women who 
like to browse the department and 
seek bargains in low priced items. 

The table displays odds and ends 
which have not sold through regu- 
lar displays—items selling from 10 
cents to as much as $1.98. The 
prices are in odd cents to carry out 
the “bargain” suggestion, and 
some are grouped in two’s or 
three’s to make related sets and 
priced as a unit. 

“For this table to be effective,” 
Mrs. Street says, “we find it is 
necessary to keep it fresh looking. 
We change it completely every 
week and replace some _ items 
every day.” 

As customers help themselves to 
certain items, the space left is 
filled either by duplicate items or 
something else that has been ear- 
marked for the Bargain Table. It 
may be necessary to replenish the 
stock three or four times a day, 
particularly when business is 
brisk, such as on Saturdays. 

The company did advertise the 
Bargain Table modestly, but it has 
caught on so well that it no longer 
is advertised. Enough women know 
about it and keep watch on it to 
keep the items moving. 
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Precision made from select cork 





aroling 


TOP QUALITY 


Cork Fishing Floats 


Furnished Lines 


AVAILABLE IN 


POPULAR SIZES 


FOLDS FOR SHIPMENT 
LIGHT IN WEIGHT 

NO ASSEMBLY 
CONVENIENT AND STURDY 


ATTRACTS ATTENTION 


FITLER ROPE RACK 
FOR OCTAGONAL BOXES 


The Fitler Rope 
space, leaving valuable room for other products 
kept off the floor, 
tilted forward on the rack, providing easy 
hand holes in the tops of the boxes for 


The boxes are 


access into the 
removing the rope 


Rack requires only 20” x 30” of floor 
Rope is 
eliminating loose ends which get dirty. 


This valuable sales aid may be obtained for a fraction of 
its manufacturing cost when accompanied by order for 300 


pounds of Fitler Rope... 
SOLD BY HARDWARE DEALERS EVERYWHERE 


it pays for itself in efficiency 


THE EDWIN H. FITLER CO. 


Ask your Sporting Goods Jobber for this fast 
selling line of floats 


EST. 1804 
Philadelphia 24, Pa. 
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INFORMATION CENTER 


Help yourself to free mauned 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 





Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales aids, 
just insert in the appropriate space provided on one of these 
postage-free cards the key numbers of the items in which you 
are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided, 


| My Cee eee ae 


| Address (number and street) 


? —— - 


FEBRUARY, 1959 


| Send information on these SALES AIDS and/or WEW PRODUCTS (fill in key numbers): 


| Send information on these ADVERTISEMENTS: 


Company. a’ le Company. eee eeeneneeceeeesnenenenes 
en 
a, 

Address (number and street) 


— 





These cards 
can help 
you get 
valuable 

information 
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Will be Paid 


by 
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Southern Hardware 


806 PEACHTREE ST., N. E 
ATLANTA 8, GEORGIA 
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4 


4, >< BR22 
MG Qty: 12 


Retail: $1.62 


Round Bow 
Rake 
\ U14 


Qty: 12 
) Retail: $3.14 





y 
4 


» < UB21 
Ys Qty: 12 


Retail: $1.07 





f 


Weeding 
Hoe 


S2PW 
Qty: 6 
Retail: $1.68 





114 tools 


$9]24 profit 


Floor merchandiser N/C 


(Slightly more in Zone 





Garden 
Hoe 
(6%2” blade) 


JL —_ i“ 


< Retail: 3 10 


F&G 
Hoe 
(6%2” blade) 


UF6 2 
AQ sRetail: $2.58 





4 Tine 
Weeder 


of UW4 
Qty: 6 
Retail: $2.64 


Rotary Edger ¥ 
and 


Trimmer 


GE5 
Qty: 6 
Retail: $4.50 





Dandelion 
Weeder 
DW36 
Qty: 6 4 , 
$1.29 4 Grass 
ar Trimmer 
GSGT 
j Qty: 6 
Retail: $1.98 


eS UTE 
Qty: 6 
Retail: $2.22 





S 


Spading - 
Fork A 


YZ A U40S 
fj Qty: 6 
A Retail: $3.72 


Long Handle 
Floral 
Spade 


DF6 
Qty: 6 
Retail: $3.92 





Long Handle 
Floral 
Shovel 4 


DF 
Qty: 6 
Retail: $3.56 





Long Handle 
Rd. Point 
Shovel 


O5U2 
Qty: 12 
Retail: $3.27 


2 Western States) 


can S Ty 


reo. 


NOW YOU CAN BE COMPETITIVE AT A PROFIT. 
Averaged retail on 114 garden tools (good grade for home use) 
is $2.55. High is $4.50. No one but NO ONE can top you with 
pricing like this! You are competitive. You get volume and turn- 
over at a profit. 


CHROME PLATED FLOOR MERCHANDISER SELLS 
like nothing you have ever known before. Makes garden tools 
sparkle like jewelry. Junk your old painted sheet metal stand. This 
comes free with Wood’s 115PR garden tools assortment. 


ORDER FROM FACTORY. Wood's 115PR garden tools assort- 
ment (114 tools as shown at left) costs $199.10. Total retail: 
$290.34. Profit: $91.24. Shipped direct to your door, freight paid. 
Billed through your regular hardware wholesaler. Tell us how 
many you want, and the wholesaler you want to invoice you. 








OVER 








Same Assortment, 


Better Grade! 


For trade that wants the best, order assortment 
TBP 115—same selection of tools, same quan- 
tities as 115PR assortment, but mostly better 
grade. And higher priced. Even so, we included 
a few inexpensive traffic items—a $1.07 brume 
rake, a $1.29 stand-up dandelion weeder, a 
$1.98 grass trimmer—because everyone loves 


a bargain. 


‘eli-i-enn To: WOOD SHOVEL & TOOL CO. 
FACTORY PIQUA, OHIO a. RA Small Hand Tools Asst. 


ORDER Ship direct, freight paid: ¢ 
Price 7 G sellers at 50% profit. 


Quantity §§ = Description 


—_... 115PR assortment of 114 tools 36 brilliantly finished small hand tools. Cost $19.08. 
and chrome plated floor merchan- Sell $28.44 at .79c each. Enameled steel counter 
$199.10 $205.79 display FREE. Shipped direct, freight paid. Billed 
through your jobber. Order several assortments for 


TBP115 assortment of 114 tools , 
your hottest store promotions. 


and chrome plated floor merchan- 
$245.75 $252.83 Trans 
» Regular 7 planting Spading Cultivator 
RA asst. of 36 small hand tools { Wwowel Trowel vert tee 
and enameled steel counter Lr RT2 y RTT3 RSF4 RCHS 
$ 19.08 $ 19.08 P Qty: 8 J Qty: 6 Qty: 6 Qty: 3 
Retail: 79¢ 


Retail: 79¢ Retail: 79¢ Retail: 79¢ 
Include weather proof TRU BLU Gar- f 
den Center Banner on strong muslin N/C N/C Hand f 
J j f Rake Cultivator Weeding Weeder 
Hoe ? 
Include ad mats N/C N/C RR7 RCB RWH6 RDW9 
Qty: 3 Qty: 3 Qty: 3 Qty: 4 
y / Retail: 79¢ / Retail: 79¢ \ Retail: 79¢ Retail: 79¢ 


INVOICE THROUGH HARDWARE WHOLESALER STATED BELOW v a —=/ 7 














Wholesaler's name___ 


Address. 








SHIP STOCK FREIGHT PAID, DIRECTLY TO 


Store Name____ 





Street & No.___ 
City & State- 
Ordered by —* 


(signature) ay (tithe) 











ZONE Prices apply to Montana, Wyoming, Colorado, 
New Mexico, El Paso, Texas, and all states to 
the West thereof. 








i | ] 


| What you’re really buying from your Lamson Distributor 


He saves you 
“out-of-stock” 
delays on 
fasteners 


By maimtaining large. lo« al fastener stocks 
and rendering superior service, your 
Lamson Distributor helps you keep produc- 
tion humming. You save production delays 
due to “out-of-stock” items ...don’t have 


to wait for production-run quantities. 
In addition, you get these Pius Benerirs: 


Reduced Purchasing Costs—your 
distributor buys in large quantities, takes 
maximum advantage of bulk shipping rates 
Thus you save long-distance freight costs 


on small orders...save follow-up costs, too 


“Special Delivery” Service—you get 
fast « elivery from local stocks, round-the- 
clock service in cmereencics, 
Inventory Savings — you have less capi- 
tal tied up in fastener inventories... save 
warehousing and handling expense. 

For the finest in fastener quality, choose 
from the complete Lamson line. Your Lamson 
Distributor matches this superior quality 


with superior service. 





4 LAMSON € SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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DEALER SALES AIDS 


Floor Brush Display 


Wright-Bernet, Inc., Hamilton, 
Ohio, offers for 1959 promotion the 
No. 24 Profit-Pak Floor Brush Dis- 
play. Twenty-four brushes consisting 
of four popular floor brush styles, 
with handles, are included. 


—_— 


The assortment features six only 
14” and 16” Tampico fibre brooms; 
six only 18” soft Horsehair and Tam- 
pico mixture brooms, and six only 
18” Heavy Duty Fibre brooms for 
outside sweeping. 

Display stand is made of alumi- 
nized steel wire complete with color- 
ful top sign. Stand and brushes are 
packed in one carton; handles bun- 
dled separately. For more informa- 
tion 

Write in No. H1 on card, Pg. 101 


Star Blade Rack 


The availability of a four-way mer- 
chandiser for Star hack saw blades, 
free to retailers, is announced by 
Clemson Bros., Inc., Middletown, 
! # 

The four-color display is designed 
to be used on a counter, peg board, 


106 


Smre 


. SAW BLADES 


== —_e,, 
OEE Oe 


$$ N 


bar rack, or mounted on a wall, It 
is a metal type display, 8” x 18”, and 
holds as many as 120 10” and 12” 
Star Standard Flexible Back and 
Moly High Speed blades. For more 
information 

Write in No. H2 on card, Pg. 101 


Pflueger Merchandiser 


Pflueger’s Revolving Merchandiser, 
offered by The Enterprise Manufac- 
turing Co., 110 N. Union St., Akron 9, 
Ohio, is made of metal and will hold 
16 dozen plastic tubes of hooks, lures, 


For more information on these sales 
aids use the free post card on page 101 


sinkers, and miscellaneous terminal 
tackle. 

The $12.00 display rack is given 
free when an assortment of the lures, 
hooks, and sinkers is purchased. 
There are 67 items from which to 
choose when ordering the merchan- 
diser. 

The refills come packed one dozen 
tubes in a display box. For more in- 
formation— 

Write in No. H3 on card, Pg. 101 


Marine Rope Rack 


The marine rope rack made avail- 
able by John H. Graham & Co., Inc., 
105 Duane St., New York 8, N. Y., 
contains 100 percent Polyethylene 
Braided Yellow Rope, 100 percent 
Nylon Braided Rope and vinyl coated 
galvanized tiller cable. The mer- 
chandising stand is 24 inches high 
and requires less than one square 
foot of floor or counter space. 


Rope sizes, quantities and types are 
those that have proven to be the fast- 
est selling items. Refills are available 
in open stock For more informa- 
tion— 

Write in No. H4 on card, Pg. 101 
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MAKE BIGGER PROFITS 
IN PAINT SUNDRIES 


ht folot am BI-> 4-11 ad geole |i ett 


the only complete line of painting and maintenance 
re [10 -5--18) 61 -t- MO 1-111", -1 0-10 COR'0)0 ice) senelel-Bal-1-1¢e) A-18) 10a = 
Full 40% profit 

Satistied customers mean rapid turnover 


DEXALL BRUSH CLEANER—renew 


w hardened and akea witt pain 


DEXALL WOOD BLEACH—the most effective, fast-working 


and easy-to-use bleact for finest furniture refinish ay 4 


DEXALL HOLD-TITE GLUE—an 


\ r 
tremendous strength. Drie ear 


home repair folate! 


>queeze-bottie apr ator d : 
ecorating needs 


DEXALL PATCHING PASTE—ready-mix 


spackiing ele) tiale mam. telé 


DEXALL TACK RAG—aids fine 


Siemeliag@e-lale| 





DEXALL STAIN COVER—sea 


aniine yes and sta s. Prov 


for finish coat 


DEXALL PREPARITE—tiquid 


julis enameled and v 


refinishing. Saves hours 


DEXALL WOOD PATCH—act 


schrin + bacte f 
i ns naif pa té r 


Ind cans. Six 


DEXALL SUPER CEMENT —nitr 


MA 
v 


akes waterproof bond or 


leather, plastic and paper 


DEXALL GLAZING COMPOUND—for wo 


ash. Kemair e 





DEXALL CAULKING COMPOUND—tous 


g-lasting seal. Knife and gun grades 


DEXALL CAULKING GUN -heavy-gauge, ali-steel 


onstruction. Fits any metal or fiber cartridge 


SELF-SERVICE 


YOU SAVE MONEY...YOU SAVE TIME...WITH DEXALL MERCHANDISER! 
A single nearby source keeps your low inventory requirements at 


peak efficiency. Place one order. . . save on freight costs! ment requires only four square 
feet of floor space Will build 


This complete Dexall depart 


sales and profits fast in 


DESHLER PRODUCTS CO., Deshler, Ohio your store. Write now for details. 
distributed by The Sherwin Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit + John Lucas & Co., Inc., Philadelphia . 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton + Rogers Paint Products, Inc., Detroit 
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Wrench Displays 


Four new displays for merchandis- 
ing its Taper Design wrenches are of- 
fered by Barcalo Manufacturing Co., 
Buffalo, N. Y. 

The displays, including the large 
#LD shown, have the following fea- 
tures: Taper Design wrench sets and 
open stock displayed together; an au- 


i lll! 


\\\\ Ai 


2.8 2 o_O 


tomatic inventory control guide; a 
pro-rated system, based on turnover, 
for selecting inventory requirements; 
and a full description plus price of 
each item which eliminates referring 
to catalog. 

The #LD requires three feet of 
wall space. Displays can be hung on 
any wall or peg board. Each display 
is supplied free when ordered with 
its merchandise. Complete in one 
carton, it can be put into action 
quickly. For more information— 

Write in No. H5 on card, Pg. 101 


Housewares Merchandiser 


The “Color Cara-Sell,” recently in- 
troduced by The Plas-Tex Corp., 
2525 Military Ave., Los Angeles 64, 





Calif., packs $200 worth, at retail, of 
polyethylene housewares into five 
square feet of floor space. 
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The assortment has a balanced 
combination of wastebaskets, baby 
baths, diaper pails, dishpans, mixing 
bowls, trays, decanters, pitchers, and 
shaker sets. All are displayed in a 
30” circle, the width of the display 
fixture. The topmost shelf is 4 6” 
high. 

The fixture—retail value is $45— 
has rotating shelves for self-service 
and a baked enamel finish. It has a 
diagram affixed to show the most ef- 
fective positioning of the merchan- 
dise. 

The assortment, including fixture, 
is shipped, prepaid, directly to the 
dealer with 60-day dating. Total 
value of the merchandise is $198.46. 
Dealer cost is $133.50, including both 
merchandise and display fixture. 

The “Color Cara-Sell” Merchan- 
diser, PT-200, consists of 18 cartons, 
total weight is 152 pounds. For more 
information— 

Write in No. H6 on card, Pg. 101 


Wood Screw Size Chart 


Southern Screw Co., Statesville, 
N. C., announces that its latest sales 
aid is designed especially for the 
hardware dealer with a customer who 
wants a wood screw “just about this 
size.” 


The sales aid, tabbed Wood Screw 


Actual Size Chart, illustrates the act- 
ual size of wood screws in lengths 
from 3/16” to 6” and #0 to #24 
diameters. Also illustrated are driver 


wooo came a8 aavene, otEs cmaRT 


“ail 


UTI es 





types and head styles with materials 
and finishes listed. The chart is print- 
ed on glossy stock, 

Hardware dealers can obtain a copy 
of the Wood Screw Actual Size Chart, 
without charge, from their Southern 
distributor, and the company states 
that it is available through this source 
only. Distributors who have not re- 
ceived their supply of charts, or de- 
sire additional copies, may do so by 
writing to the company. For more in- 
formation— 

Write in No. H7 on card, Pg. 101 





Correction 


In the December Directory of 
Sales Aids descriptions of The 
Irwin Auger Bit Co.’s Speedbor 88 
wood bits for electric drills and 


SEVERAL each of the 13 sizes—%4”-1” 
of the Speedbor wood bits for elec- 
tric drills are displayed on an all- 
metal panel. This panel shows entire 
stock in 14%4” space on wall, door, 
pegboard, or island table. With the 
purchase of 20 Speedbor bits—two 
each in even sizes and one each in odd 
sizes—at the reguiar price of $10, the 
panel is provided without charge. 
Packaged in individual Sellopaks, bits 
retail at 75 cents each. The Irwin 
Auger Bit Co., Wilmington, Ohio. 
Write in No. H8 on card, Pg. 101 
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62T auger bits were transposed. 
Pictured below again are the dis- 
play merchandisers, this time with 
the correct descriptions. 
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DISPLAYED on this all-metal panel are 
several each of the 13 popular sizes 
of Irwin 62T auger bits in the new 
Sellopaks. Individual hooks for each 
size are provided. Only 14%4” wide, 
the panel is ideal for mounting on 
pegboard, walls, doors, and island 
tables. For $10.37, the dealer receives 
the metal panel and a 13-bit assort- 
ment, one each of size 4/16” through 
1”. Panel facilitates bit selection. The 
Irwin Auger Bit Co., Wilmington, 
Ohio. 
Write in No. H9 on card, Pg. 101 
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Fishing Line Department 


Designed to sell fishing line auto- 
matically, the “W-40” Senior Fishing 
Line Department is equipped with 
five free transparent, revolving fish- 
ing line dispensers assembled into a 
complete department which can ac- 


commodate 93% of all packaged fish- 
ing line sales. The entire unit occu- 
pies less than one square foot of 
counter space and is offered by the 
Western Fishing Line Co., Glendale 
4, Calif. 

The two top assortments, the clear 
plastic revolving dispensers, the com- 
plete assembly to form the depart- 
ment, the finial sign, and an ample 
supply of Ed Zern’s booklet, “How to 
Catch a Mermaid” are all free with 
the purchase of the bottom three as- 
sortments. For more information— 

Write in No. H10 on card, Pg. 101 


Furnished Line Rack 

Furnished line deal racks offered 
by The Ideal Fishing Float Co., Inc., 
2001 East Franklin St., Richmond, Va., 
are as follows: 

Rack No. 9934 PS features %4” Ideal 
5-Way Float. Four dozen furnished 
lines in four plastic strips, 12 lines to 
each strip. Each line has 15 feet of 
monofilament line, a gold Carlisle 
hook and the correct size split-shot 


Yale & Towne Prices 


In the Directory of Sales Aids, 
published in the December issue 
of SOUTHERN HARDWARE, under 
two listings for The Yale & Towne 
Manufacturing Co., White Plains, 
N. Y., correct prices are as follows: 
“Cabinet Lock Board,” page 25, 
dealer cost of the assortment is 
$23.93; “Padlock Boards,” page 26, 
HM-9 board assortment, dealer 
cost is $15.60 each, and the HM-10 
assortment, dealer cost is $18.79 
each. 
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The R-W line of hardware 
includes the following 
products: 

@ “"LOCK-JOINT" Track and 
Hangers for doors of all 
sizes and weights. 

@ R-W Weatherproof Barn- 
door Track and Hangers. 

@ Latches, Hasps, Door 
Bolts, Flush Pulls, Door 
Handles, Stay Rollers, 
Binders and Floor Guides 

@ Hinges in a broad assort- 
ment of types and sizes 

® Studding Sockets 

@ Complete hardware sets 
for sliding doors. 

®@ Complete line of Fire Doors 
and Fire Door Hardware 

@ industrial Doors and 
Hardware of all types 

® Electric Operators for all 
types of doors and gates 

. whether they swing, 
slide or fold 


Write 


for complete information 
Request Catalog No. 100-R. 











INHERENT IN HARDWARE by R-W 


often a much mis-used 
word. Products, of any type, have to be designed and 
manufactured to rigid standards to earn the “quality 
label. In the heavy-duty hordwoare field, one brand has 


77 


Quality is a much used word 


earned and retained the “quality” label for over 
years... Richards-Wilcox. This reputation has been 
earned only through R-W's years of designed for-the 
job" engineering and rugged construction which assures 
that an inherent quality is “built-in” to each piece of 
R-W hardware. This “quality” will “pay-off” for you 
too... yes, for steady turnover, top profits and complete 
customer satisfaction sell R-W hardware the 


QUALITY LINE ot the RIGHT PRICE 


1035 HINGE 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 


336 w THIRD STREET © AURORA, ILLINOIS 


Branches in Principal Cities 
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100-WATT 
REGULAR WEW G-E 100-WATT 


ggFT-WHITE” 
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FROM GENERAL ELECTRIC! 
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Most Important 


3) ELECTRIC 


dandy ** 


Progress bs Our 
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POWERFUL ADVERTISING SUPPORT! 2-page spread above announces this 
new bulb in LOOK, March 17th and LIFE, March 23rd. Also to be advertised by: 


GODFREY—CBS Radio PAAR—NBC-TV SATURDAY EVENING POST 
GARROWAY— NBC-TV 275 SUNDAY PAPERS BETTER HOMES & GARDENS 
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RUGGED ROBERT 


America's Fastest Selling 
Broom Rake 


5 IMPORTANT FEATURES: 


1-Piece Frame 
Rake Can’t Lose 
Shape 


Patented Cover 
Plate — Rake 
Can’t Come Apart 


Special Patented 
Socket Semi-Circular 
Guarantees y depression — Locks 


Long Life y, , Tines for good. 


- 


UGGED Manufactured date on every rake. Guar- 
OBE anted for 2 years. 
SRAND 


Wire Products Company 


2713 North 24th St oo Birmingham, Ala 











Are you making full use of our Reader Service? 


The editorial and business staff of SOUTHERN HARDWARE is 
eager to serve you. One way in which we can help you is to make 
it easy for you to draw upon the wealth of technical and pro- 
motional material available from manufacturers. 


In the accompanying pages are the descriptions of scores of 
useful catalogs, helpful literature and sales aids. 


Check over the list of publications and informative bulletins 
available, note the numbers of the ones you need on the Handy 
Return Card coupon along with your name, title, company, and 
address plainly written. We will tell each manufacturer to send 
directly to you the information you want. 


Address your requests to: 


Reader Service 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 











FURNISHED FISHING LIME 
PLASTIC WINDER ~ UME + 
OAT - HOOK + GARR 





sinker. Weight per deal, 134 lbs. 

Rack No. 99-1 PS features 1” 5-Way 
Float. Four dozen furnished lines in 
four plastic strips, 12 lines to each 
strip. Each line has 15 feet of mono- 
filament line, a gold Carlisle hook and 
correct size split-shot sinker. Weight 
per deal, 154 lbs. 

Rack No. 991%, shown, features 
1%4” Ideal 5-Way Ideal Plastic Float. 
Two dozen furnished lines in four 
plastic strips, six lines to each strip. 
Each has 15 feet monofilament line, 
gold Carlisle hook and correct size 
split-shot sinker. Weight per deal, 
1% lbs. 

Functional, revolving metal dis- 
play stands put more product on less 
counter space. Customer merely snaps 
off his purchase. Each strip has pres- 
sure sensitive header label with pric- 
ing area. Metal display unit and copy 
card are shipped with plastic strips 
For more information— 

Write in No. H1ll on card, Pg. 101 





PRINTED HELPS 


and other sales aids 





Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in supporting holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has a 
storage rack for extra stock. An in- 
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Our Policy: 


to protect 
your profit ! 


DAYTON BAIT COMPANY 


Manufacturer of 
Rod-Tip Action Green Cap Floats 
is pledged 


¢ To manufacture the best in fishing floats. 

e To continue expanding our line of new prod- 
ucts—with greater sales appeal for you 

¢ To sell Dayton Green Cap Rod-Tip Action 
Floats through recognized channels only. 

¢ To maintain one schedule of prices and 
trade discounts with maximum profit pro- 
tection for Jobbers and Retailers. 

¢ To maintain Dayton's aggressive National 
Advertising in leading magazines. 

¢ To provide effective point-of-sale merchan- 
dising aids. 


Drayton BAIT COMPANY 


2701 S. Dixie Drive © Dayton 9, Ohio 


America’s Most Complete Line! 


ALUMINUM 





20 Aluminum Models .. . 9 Royalite Models... 


with rugged, seamless drawn cases famous for being salt-water proof 
embossed leather grain finish ond chip proof impervious to acids 


and gasolines and oils 


When you sell UMCO Tackle and Spin Boxes, you choose from Ameri 
ca's most complete tackle box line. From a wide variety of styles and 
sizes priced from $2.95 to $24.95, for fresh or salt-water fishing, spin 
ning or bait casting, you can pick the boxes that will sell the best in 
your market, and know that every UMCO model you handle gives 
your customers the Bonus-Quality design features fishermen want 


@ Rugged, watertight, seamless @ Separate ree! compartments . . . 
drawn cases extra reel and spool clips 

@ Cantilever trays with UMCO's ex- @ Aluminum locks and herdwere 
clusive Lur-Gerd tray liners used throughout 


Ask your jobber or write for literature 





Manviactured by 
~UMCO corporation 


Spring Perk, Minnesota 





New Flower Fence 


for Your Spring Trade 


Modern flower fencing . . . wide openings for clear 
view .. . can be adjusted for irregular heights or 
garden shapes . . . easily installed and removed. 
Welded construction, || gauge stay wires, 14 gauge 
line wires ... 15” high, plus 4” built-in stakes, 8” x 
3” mesh. . . Galvanized . . . 50 ft. rolls... "See 
through” fence with eye appeal self seller labels. 


Wholesalers: Order in mixed truck loads with other 
Wright products 


G. F. WRIGHT STEEL & WIRE CO. 


Worcester 3, Massachusetts 














NEW 


Packages of 


HOUSEHOLD 
HARDWARE 


WITH MORE CUSTOMER APPEAL 


ae BOOST SALES! 
rnin gi A : INCREASE PROFITS! 


we Larson, ; A new designed package makes It easy 


for customers to see and buy just the 
size and kind of needed wire goods 
Packed in sturdy weight plastic bags 
mounted on colorful red cards 


seine 
Household outa? —- 
Hardware 
Packaging 
Includes 


Screw Hooks, Gate Hooks and Eyes, 
Screw Eyes, Brass Cup Hooks, Curtain 
Rod Hooks, Clothes Rod Brackets, In- 
side Corner Braces. 


Easy to Display! Easier to Sell! 


Write for free literature 
on Lorsor Unit Pack Goods 


CHAS. O. LARSON CO. 
STERLING * ILLINOIS 
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formation chart is also available. The 
Hanson Seif-Selier Display Cabinct 
for taps am@ @ies contains initial as 
sortment of ‘taps, dies, screw ex- 
tractors, die stocks and tap wrenches, 
including all popular sizes, and is 
graduated according to normal cus- 
tomer demands. The cabinet requires 
counter space 18 inches x 13 inches 
and has space in the back for extra 
stock. For more information— 
Write in No. H12 on card, Pg. 101 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win 
dow posters for glass doors, display 
windows and display cases are now 
available from the company, direct. 
For more information— 

Write in No. H13 on card, Pg. 101 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, I1l., manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and 
eight styles of folding table leg 
brackets for the do-it-yourself trade, 
has available for dealers envelope 
stuffers which may be obtained in 


quantities without charge 
upon request. A silent salesman wire 
display rack is available without 
charge in a choice of two balanced 
assortments of four construction sets. 
Counter models for three styles of 
saw horse brackets and two styles of 
folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For mor 
information— 
Write in No. H14 on card, Pg. 101 


moderate 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. H15 on card, Pg. 101 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg board 
display with crystal clear plastic shelf 
free with its UP-39 Display Assort- 
ment of Upson Standard Screw- 
drivers. The display may be used on 
wall, counter, or shelf; requires 11 
inches of space; price and type num- 
ber are printed for each item. Holds 


39 drivers, nine sizes of fastest mov- 
ing numbers, and two types (31 slot- 
ted head, eight crosspoint). Packed 
one to a carton. For more informa- 
tion— 

Write in No. H16 on card, Pg. 101 


Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., 
Chicago 11, Ill., will make available 
to dealers interested in Diamond-Rib 
and standard farm roofing a sales 
stimulating plan rack which includes 
25 farm and residential plans. Ban- 
ners pointing out the sales features of 
aluminum are also available. Other 
promotional aids include a $25 adver- 
tising allowance for all new dealers, 
point-of-sale literature, and other 
volume building segments for a com- 
plete aluminum merchandising pro- 
gram. The company invites requests 
about the “30-Year” Warranty. For 
more information— 

Write in No. H17 on card, Pg. 101 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, 
which has bins for accessories at the 
top and a chain cutter attached, re 
quires less than two square feet of 
floor space. It has a blue and yellow 
baked finish; is 5334” high, 2042” in- 
side, 2144” deep. The Proof Coil 
Chain Merchandiser which requires 
only one square foot of counter or 
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in reloading equipment sales . 


easy as ONE, TWO, 


Are you getting your share of the big reloading 
business — where sales have shot up 600% 
over the past five years? There are 2,000,000 


{ Easy profits in the best- 
selling Lyman Reloading 
Handbook 


Set it up in its own dispenser- 
display — here's a point of sale 
item that sells itself! Many deal- 
ers now sell several dozen copies 
of this “reloader’s bible” every 
week! 


SRE IN ahs 
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Sale 5 Ai 


THREE, FOUR, FIVE! 


reloaders at present with more joining their ranks 
every day. Every type of shooter is a potential 
reloading customer. 


Sew up sales by display- 
ing the Handbook of 
Cast Bullets 


New — and moving fast — the 
only complete book on bullet 
casting and bullet development 
through history. Together with 
the other handbook it sells the 
complete reloading idea — make 
a profit and win a lifelong cus- 
tomer every time you sell a book! 


“years ae 


MUIR SAM iS 








floor space; shipped pre-assembled 
Unit is 24” high when used for 
counter display; stands 39” high when 
used as a floor unit. Blue Temper 
Proof Coil Chain Assortment consists 
of 3/16” and %4” chain in 10’, 15’, and 
20’ lengths; 5/16” chain in 10’ and 15’ 
lengths. For more information— 
Write in No. H18 on card, Pg. 101 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including 34” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5’. Avail- 
able on request in Fitler Octags only 
in sizes %4”, 5/16”, %”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5412” x 4410” x 2344”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. (6) Fitler bright yellow 


polyethylene (braided or laid con 
struction) or Fitler Manila Water Ski 
Tow E\ pes—available with single or 
double’ handles, packaged in re- 
usable polyethylene bags, vinyl-cov- 
ered handles for a better grip—10 
units to a master shipping carton. To 
all dealers handling Fitler brand 
Manila rope, Fitler will furnish, on 
request, metal signs for counter or 
wall use. For more information- 
Write in No. H19 on card, Pg. 101 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro 
chure and a proof sheet on advertis 
ing mats which are available free of 
charge. A self-mailer on the com 
pany’s Jet-Lite line of shovels, spade 
and scoops can be used by the whole 
saler and the dealer alike and is 
available in any quantity upon re 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels 
spades and scoops is made availabl« 
at a small extra cost. Also at modest 
cost, the company offers three mer 
chandiser and display rack deals for 
shovel and steel goods. For more in 
formation 

Write in No. H20 on card, Pg. 101 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport 
Conn., is offering free to dealers mats 


for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No. H21 on card, Pg. 101 


Wickwire Brothers, Inc., Cortland 
N. Y., offers for dealer use a met! 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information 

Write in No. H22 on card, Pg. 101 


Amerock Corp., Rockford, Ill., of 
fers colored envelope stuffers illus 
trating the full line of cabinet hard 
ware for consumers. The folder in 
cludes the full line of pulls, knobs, 
hings catches, and window 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal 
ers. For more information 

Write in No. H23 on card, Pg. 101 


sash 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book display boards and 
display tool roll newspaper mats, 


matches, 





3 Quick profit in Lyman Ammunition- Maker Kit 


The only set of its kind—casts bullets and reloads ammunition — in 


222 Rem., 
300 Sav., 303 Brit 
44 Spec.. 44 Mag 

it's a natural gift item - 


244Rem., .243 Win., 
30-06, 
45 Auto., 


priced 


choice of these 16 popular calibers 
257 Robt., .270Win., .308 Win. 
.30-30., 38 Spec., .357 Mag 
45 Colt. Packaged for counter sales 
to sell fast at $24.95! 


4 Fast turnover on the big items 


Lyman presses, dies, bullet moulds move fast 
— they're priced right — packaged for 
customer appeal and backed by biggest 
advertising campaign ever. Here’s the only 
complete line of reloading equipment on the 
market! 


5 The reloaders return 


Now and forever — they go on buying — at the avérage rate of $16.00 
per month on supplies alone month after month! 


RELOADING EQUIPMENT + SIGHTS + SCOPES + SHOTGUN CHOKES 
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HACK SAW 
or an 


Better to Sell because 
your customers know 
they're Better to Buy 


Now is the time to check your 
stock of quality-made Victor 
Hack Saw Blades. Backed by 
consistent advertising, the full 
line offers your customers a blade 
for every metal cutting need. 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. 

Moly® High Speed Steel 
A top quality blade that outlasts 
standard high speed blades by 
10 to 1. Easy to sell to those 
customers who want a long-last- 
ing blade at the right price. 




















"Tene VICTOR HACK SAW FRAMES 
Here’s an “extra” item to boost 
the size of each sale. Blade 
changing is easy . . . automatic 
tensioning makes cutting easier 
by holding blade correctly. 


Colorful, 
eyecatching 
DISPLAY 
ASSORTMENTS 


Two selling display cards offer 
your customers a complete as- 
sortment of Victor Blades. No. 
166 features 10 “Molyflex” 
blades. No. 45 offers assortment 
of 3 Special Flexible Blades. 
Order them both and let them 
do your selling for you. 


a2 
: “A Ketter 


Sold Only Through Recognized Distributors 


Ask your Victor Distrib- 
vtor for a supply of 
NEW Metal Cutting 
Booklets and Wall Charts. 


@® 4737 


VICT@R 


VICTOR SAW WORKS, ." 

MIDDLETOWN, N. Y., U.S.A 
Makers of Hand and Power edeow 
Blades, Frames, and Metal and Wood 
Cutting Band Saw Blades of every type 
and size. 





counter signs, decals, envelope stuff- 
ers, and counter coats for sales per- 
sonnel. Display boards offged in- 
clude No. 26 which is desigried as a 
permanent display. The 26 different 
pliers are fastened on the board 
which is %” plywood, measuring 24” 
x 30”. Display boards 57, 75-A and 
87, of the same size, are dispensing 
boards containing selected assort- 
ments of the complete line of pliers. 
No charge is made for the boards 
when merchandise is purchased, 
boards remaining company property. 
Small 4%” pliers available in five 
different patterns are merchandised 
on 3-color display board and are also 
available in a velvet lined fitted 
case. Advertised as Channellocks 
“Little Champ” pliers. A counter pro- 
motion kit contains nine of the 
Heavy Duty Slip Joint pliers—four 
6”; three 8”; and two 10” patterns. 
Each plier is individually cartoned 
and all nine pliers are packaged in a 
blue and white on silver foil carton 
Offered free is the 3-color Salesmaker 
which sells any three Channellock 
pliers of the dealer’s choice (plus a 
place in front for the No. 424 Igni- 
tion Plier). A self-contained easel and 
eyelet puts the display to work, on 
the counter or on the wall. For more 
information— 
Write in No. H24 on card, Pg. 101 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the follow- 
ing sales aids: 3-fold color circular on 
home and garden equipment line; 
84%” x 11” page describing wheel- 
barrows, lawn rollers, garden carts, 
and lawn spreaders; single-column 
newspaper mats illustrating any one 
of the garden equipment line. For 
more information— 

Write in No. H25 on card, Pg. 101 


Gale Products, Dept. 517 A, Gales- 
burg, Ill., makes available to Bucca- 
neer dealers a complete line of mer- 
chandising aids. Included are dealer 
signs, display pieces, point of sale 
aids and a complete stock of litera- 
ture on its seven 1959 model Gale- 
Buccaneer motors. For more informa- 
tion— 

Write in No. H26 on card, Pg. 101 


Lamson & Sessions Co., 5000 Tiede- 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite - Plated” bolts, nuts, and 
screws. For more information— 

Write in No. H27 on card, Pg. 101 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Conn., announces various 
merchandising features for its house- 
hold hardware, including packaging, 
layout guides, and displays. Available 
to dealers is the N2 pegboard display 


stand which allows vertical or hori- 
zontal item arrangement Stanley 
products are now visually packed, 
mounted on yellow and black space- 
saving cards, on the back of which 
carry all customer information: item 
name and number, suggested usage, 
proper application, finish, and ma 
terials. For more information— 
Write in No. H28 on card, Pg. 101 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news 
paper ad mat sheets, publicity re- 
lease, catalog sheets, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consumer 
folders for Blue Ridge and other Re- 
public farm products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a postage-paid order 
card. For more information 

Write in No. H29 on card, Pg. 101 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 

Write in No. H30 on card, Pg. 101 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. H31 on card, Pg. 101 


Moore Push-Pin Co., 113-25 Berk- 
ley St., Philadelphia 44, Pa., offers a 
counter display stand, the Moore 
720B, which holds 72 “serve-your- 
self” window packets of Moore pic- 
ture hangers. All metal, the revolving 
display is 1034” high, with a 9” diam- 
eter base. For more information— 

Write in No. H32 on card, Pg. 101 


The Moto - Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan in addition to a 
number of other sales helps. Each 
preferred dealer is sent a window 
display kit which includes window 
streamers, 16’ pennant, wall poster, 
four handle display cards, authorized 
dealer decals, and consumer folders 
An attractive mower display stand is 
sent free to dealers ordering six or 
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for 


Over 


4? Years... 


SOUTHERN HARDWARE has been a de- 
pendable guide to the wholesaler and re- 
tail hardware trade throughout the 
South. Up-to-date information on all 
phases of the hardware business found 
every month in its pages. The magazine 
has been built on a program of service to 
readers that covers: 


® WINDOW DISPLAY 

® COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 


SALES PROMOTION and 
ADVERTISING 


INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


Plus, local news about friendly people 
and their activities in the Southern hard- 
ware trade .. . a feature that no other 
magazine has developed so fully. Each 
of their subjects is given special atten- 
tion in its relation to the special needs 
and problems of Southern hardware men. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 











Hamilton 


SELL-ECTOR 


PROGRA 


+ SKOTCH KOOLER FAMILY 

+ TRAIL-BLAZER 

« SKYLANDER 

+ COLD-FLYTE 

+ CORONET 

+ JOLLY JUG 

- PORTA-FILE 

+ PORTA CHECK FILE 

+ TACKLE AND UTILITY BOXES 








more mowers. For more informa- 
tion— 
Write in No. H33 on card, Pg. 101 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long-leverage chain cutter. 
When holding its maximum seven 
reels, it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No. H34 on card, Pg. 101 


Plymouth Cordage Co., Plymouth, 
Mass., invites dealers to participate 
in its “Rope Tricks” promotion by 
offering a free “Rope Tricks” Mer- 
chandising Kit. The Kit contains 25 
copies each of illustrated folders on 
“How to Have Fun with Rope,” “How 
to Decorate with Rope,” and “How 
to Use Rope” designed for children, 
ladies, and men respectively, plus a 
wall or counter dispenser rack for 
displaying the folders. A _ large 
streamer and set of newspaper mats 
are also included. The kit is available 
with the order of one of Plymouth’s 
three rope merchandising units: The 
HandyPak which is a 13-coil unit, 
cellophane wrapped, that comes with 
a free display; the SalesRak which 
carries three popular sizes of rope on 
connected spools to sell in lengths up 
to 200 and 300 feet; and the Rope 
Department, which holds three of 


Plymouth’s 500’ or 1000’ Reddy-Meas- 
ured coils, marked every 10 feet, in 
colorful cartons, and with shelf to 
display Plymouth’s packaged items. 
The Rope Department is free with an 
order for three coils and one package 
of HandyPak. For more informa- 
tion— 
Write in No. H35 on card, Pg. 101 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
stuffers for enclosure with mailings 
or counter use; a 6-page consumer 
stuffer on Mossberg’s 4X scopes and 
its latest adjustable power scope; a 
Mossberg emblem decal for use on 
door or window; and a Retail Sales 
Manual for the dealer and his sales 
staff. In addition, the company of- 
fers free electrotype advertising mats, 
as well as radio and TV commercials. 
For more information— 

Write in No. H36 on card, Pg. 101 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. H37 on card, Pg. 101 





Get the facts on these famous 
“Rapid” Tools 





Four fast-selling, easy-working garden 
tools to give your Garden Department 
added interest — they’re 


Lifetime Guaranteed 





Fa. WOES 





Each is made of forged steel; 
Each is amazingly light; 
Each has pick-type “safety” handle; 


Each serves many purposes in a garden 





ontteneeumantl 





ell 


Get into the “quality” tool line 


for solid profits. 


Write For New Catalog Sheets ! 








MANN EDGE TOOL COMPANY 


Lewiston 2, Pennsylvania 


Manufacturing fine quality forged tools since 1843 








The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats to 
assist dealers in promoting its line of 
rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. H38 on card, Pg. 101 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers the 
following merchandising aids free of 
charge to dealers: newspaper ad 
mats, display signs, self-mailer bro- 
chures, posters, and glossy photos on 
Hoosier Tarpaulins, Tents, and Boat 
Covers. For more information— 

Write in No. H39 on card, Pg. 101 


Boston Woven Hose & Rubber Co., 
P. O. Box 1071, Boston, Mass., pro- 
vides dealers with a metal merchan- 
dising rack on casters for Boston 
Garden Hose and Sprinklers. A 3- 
piece display especially easeled to 
stand alone or on a 3-section pole is 
supplied for mass display, on count- 
ers, or in windows. Also offered is an 
assortment of advertising mats. For 
more information— 

Write in No. H40 on card, Pg. 101 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. A library of 16mm sound- 
color films covering various fishing 
subjects are lent free to dealers, 
clubs, schools, and other organiza- 
tions upon dealers’ requests to Gar- 
cia representatives. Merchandising 
aids include the Mitchell Counter 
Card, die-cut for holding a Mitchell 
reel and one spool of Platyl; display 
stand for Mitchell reels; an Abu Re- 
flex transparent window streamer; 
an in-store streamer illustrating Six 
Steps to Successful Spin Casting; 
large and small size streamers featur-~ 
ing Mitchell reels; instruction man- 
uals for all reels, with complete parts 
diagrams; and others. For more in- 
formation— 

Write in No. H41 on card, Pg. 101 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors, 2-color 
leaflet om screen anchors; 2-color 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol. 
ly screw anchors; and newspaper 
mats. For more information— 

Write in No. H42 on card, Pg. 101 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on Foley 
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NOW-—a picnic cooler that 
weighs only 


SJ S3tozs.’ as 
| $G95 


RETAIL 








STEVENS POINT, WIS 


*T.M. of 
Koppers Co., 
Inc 


TOUGH — FLOATS — WASHABLE — KEEPS ICE CUBES 
FROZEN FOR DAYS — WON'T ABSORB ODORS! 


The most sensational cooler of all! Light as a feather... yet 
rugged and durable. Dylite plastic’s amazing insulating quali- 
ties really keep cold things cold! Serves as life preserver in 
Has sliding tray. Over-all size — 15” long, 
914” wide, 12” high . . . 13-qt. capacity. Furnished with metal 
carrying case. Handle swings to side for easy storage. Packed 
one to a shipping container (ship. wt. 3 Ib.). 


emergencies. 


each $6.95 
each $6.95 


No. GK13B8 — Terrazzo Bive 
\ No. GK13T — Terrazzo Tan .. 
\ 
\ 


= \ \ ALSO AVAILABLE AS MINNOW BUCKET 


ie, a \\ Large 13-quart capacity keeps minnows 
{A ee 
Nt 


lively for days. Dylite plastic’s amazing 
insulating qualities keep water temper- 
atures constant. No sliding tray. Over- 
all size — 15” long, 942” wide, 12” 
high. Furnished with metal carrying 
case. Packed one to a shipping con- 
tainer (ship. wt. 3 Ib.). 


No. MB13G — Granite . each $5.95 


KLEENC 


NOTHING 
OVER 


No. 1016 
HOUSEHOLD SHEARS—7” 


“ 98° 


RETAIL 


No. 260 
BARBER SHEARS 
1%" 

ONLY 





No. 2491 
EMBROIDERY 
SCISSORS—3¥2” 
ONLY 


Don't lose profitable sales of scissors & shears 
because your prices are too high! Make extra 
sales, instead — sell KLEENCUT—the brand 
that everyone can afford! 
There's a full line to choose from — in many 
different styles, sizes, and finishes — all 
priced belew comparable merchandise! 
Packaged to sell fast, too, either on individual self-service cards — or 
on eye-catching display cards. Nationally advertised and guaranteed 
by the World’s Largest Manufacturer of Scissors and Shears 
Beat the recession! Our business is good — yours can be too! Give 
your customers the bargains they want — order KLEENCUT today! 








See your jobber or write 


THE ACME SHEAR COMPANY 
BRIDGEPORT 1, CONNECTICUT 
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The NEW 


to 
Profitable Wed 
Soll aud. Stock 


FAMOUS PHOENIX 
AND JUNIATA 


Horse and Mule Shoes 


HANDY 10 PAIR 
DISPLAY PACK 


@ Economical Size for Owners 


e Permits Stocking Representative 
Patterns With Small Investment 


e Easy to Handle on Counters 
and in Stock Room 


@ Over 300 Patterns and Sizes—also 
available in 50- and 100-lb. cartons 


Here's the convenient way to realize extra profits, 
with minimum investment, from horse and mule 
shoes, With the new 10 Pair Pack, you need to 
stock only the most popular patterns and sizes for 
your area. Take advantage of the profit oppor- 
tunities this market offers. Send coupon below for 
selection list and prices and free booklet “How to 
Care for the Feet of Your Horses and Mules.” 


PHOENIX MANUFACTURING COMPANY 
JOLIET, ILLINOIS 
1882 


World's Largest 
Manufacturer 


of Horse, Mule 
and Racing Shoes 


Horseshoe Products Division 92-S 
Phoenix Manufacturing Company ¢ Joliet, Illinois 


Send selection list for 10 Pair Pack and free booklet “How 
to Care for the Feet of Your Horses and Mules.’ 





mowers, as a promotional aid to deal- 
ers. A customer is allowed a 14-day 
trial on his lawn. If not satisfied, he 
may return the mower and get his 
money back. Dealer has nothing to 
lose as the company states that it 
will replace the used mower wheén- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the Twin Cut 
30” riding mower for 1959. For more 
information— 
Write in No. H43 on card, Pg. 101 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo., 
offers to dealers without charge full- 
color mailing pieces and ad mats on 
all mower models. A new riding 
mower and two new reel mowers 
have been added to the 1959 line. For 
more information— 

Write in No. H44 on card, Pg. 101 


McCulloch Corp., Marine Products 
Division, 2901 East Hennepin Ave., 
Minneapolis 13, Minn., in its “Adver- 
tising and Promotion Dealer Hand- 
book,” covers all of the sales promo- 
tion material available to Scott deal- 
ers in 1959. This material includes 
formats and ad builders; window 
streamers which feature Scott’s 1959 
motors; handout stuffers; line fold- 
ers; dealer decals; service uniforms; 
miniature Scott plastic motors; a color 
billboard; changeable translight dis- 
play; roadside sign; radio scripts; 30- 
minute, 4-color movies; preview 
poster; counter display; store front 
signs; clock sign; motormobile sign 
boatmobile sign; blackboard cutout 
displays. For more information 

Write in No. H45 on card, Pg. 101 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
Garden Hose and Sprinklers. In addi 
tion to a metal display rack on 
coasters, a full-color merchandising 
display is available which display 
over 36 coils and may be used as an 
island or against the wall. Also avail 
able are water flow charts and dis 
play cards. For more information 

Write in No. H46 on card, Pg. 101 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis 
plays, and special store displays in 
numerous sizes, colors, and materials 
These include a 6-tier wire rack dis 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en 
trance doorway sign; and a truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. H47 on card, Pg. 101 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful plastic display 
carton which contains the following 
assortment of Carolina Fishing 
Floats: 4 doz. No. 000; 4 doz. No. 00; 
2 doz. No. 0; 2 doz. No. 1; 2 doz. No 
2: 1 doz. No. 3—list price is $16.90. 
For more information— 

Write in No. H48 on card, Pg. 101 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board, It is 16” high by 11” 
wide. For more information— 

Write in No. H49 on card, Pg. 101 


Columbian Rope Co., Auburn, N 
Y., has available for dealers several 
rope merchandisers, available 
through wholesalers. Merchandiser 
No. 57 holds six full reels or six full 
cartons of rope, two of which may be 
the 100% size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds _ individually 
wrapped 50’ and 100’ coils of 4”, %”, 
and 42” dia. Manila Rope; free with 
initial order of approximately 100 
Ibs. of rope which stocks it; all metal 
and mounted on casters; dimensions, 
22” x 22” x 4542”. Made of heavy 
gauge wire and designed to display 
rope in cartons (Colpacks), the Col- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 
ropes, rope in small coils, or twine 
items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 
be displayed on this shelf; requires 
only 20” x 30” of floor space. Colum- 
bian has a small display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope, ; ‘ae 
diameters; or High Tenacity Poly- 
ethylene Rope, “4” and %” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack 
Also available is a standard assort- 
ment of window display material in 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign 
Various counter display cartons of 
jute twine, Mason’s line, and Christ 
mas twine are also available. Fo! 
more information 

Write in No. H50 on card, Pg. 101 


4” Me 


Langley Corp., 310 Euclid Ave 
San Diego 14, Calif., is offering to 
dealers, nine free newspaper ad mats, 
ranging in size from 1 col. x 7” to 
2 col. x 11”, to stimulate sales of its 
casting and spinning reels and the 
Fisherman’s De-Liar. Two ads fea- 
ture the Langley Cast-Flo Deluxe 
Model 900 closed face reel. All ads 
require only insertion of the dealer’s 
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name and address. Each ad is repro- 
duced in a 4-page ad mat brochure, 
available without charge to all deal- 
ers on request. A coupon is included 
to simplify and speed ordering of 
specific mats. For more informa- 
tion— 
Write in No, HS1 on card, Pg, 101 


Rain Jet Corp., 6253 Hollywood 
Blivd., Hollywood 28, Calif., has avail- 
able a detailed and fully illustrated 
instruction sheet showing how to 
plan, lay out and install a Rain Jet 
sprinkler system. In addition to in- 
structions, there are templates for 
each of the 12 heads in the line to 
facilitate planning the locations of 
the sprinkler heads on the drawing. 
Also offered to dealers is a 10%” x 
14” display rack, with an initial bal- 
anced assortment. The heads are 
packaged individually in color-coded 
cartons. Net to dealer is $42.60 with 
a 3343 mark-up. A supply of en- 
velope stuffers and instruction sheets 
is included with each rack shipment 
For more information— 

Write in No. H52 on card, Pg. 101 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company for 
location in strategic positions. All 
merchandisers are in bright colors 
and polyethylene bags are used to 
package many of the products. For 
more information— 

Write in No. H53 on card, Pg. 101 


Sievens - Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. H54 on card, Pg. 101 


Stevens Point, 
permanent 


Weber Tackle Co., 
Wis., offers a variety of 


metal displays for flies, loose 
treble hooks, snap-swivels, 
Pak nylon packages and other 
tackle items. The No. RR74 re- 
volving rack displays 72 hinge-cover 
plastic boxes of ringed hooks. No 
RR146 is also a revolving rack; holds 
one gross of hinge-cover plastic box- 
es and is designed to display flies and 
snap-swivels as well as loose hooks. 
Half-size stationary unit of the latter, 
No. R73, displays half the quantities 
of tackle items. Combination assort- 
ments of flies, hooks, and snap- 
swivels may be displayed on most of 
these racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis 
play boards, boxes, and other pack- 
ages are available. For more infor 
mation— 
Write in No. H55 on card, Pg. 101 


Redi- 


loose 


O. Ames Co., Parkersburg, W. Va.., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail 
able in one column size, the mats pro 
vide generous space for imprint and 
price. A proof sheet showing avail 
able mats is available upon request 
For more information 

Write in No. H56 on card, Pg. 101 


Crescent Tool Co., Jamestown, N 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line 
man’s tools, etc. The display, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari 
ous fixtures are offered by the com 
pany at a small cost. No charge is 
made for the display panels, they ars 
billed at the cost of the tools on them 
Stands to mount four, six, 12, and 16 
panels are available at low 
Crescent also has display cards avail 
able at no cost. For informa 
tlon— 

Write in No. H57 on card, Pg. 101 


cost 


more 


Heineke & Co., Springfield, Ill., of 


fers Excello mower dealers a special 


hooks, 


demonstration package featuring th« 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of aids 
free of charge, consisting of the fol 
lowing: display stand; handle feature 
card: window banner; door banner 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit: envelope folders; window “Au- 
thorized Dealer” decal; full line giant 
banner: master repair parts 
order blank for dealers to re- 
additional quantities, free of 
of these sales aids, plus news 
paper mats, radio and television 
spots. For more information— 
Write in No. H58 on card, Pg. 101 


sales 


wall 
charts; 
quest 

charge, 


o 


Company Name Change 
Reflects “Cosco” Renown 


HAMILTON Manufacturing Corp., 
Columbus, Ind., paying tribute to 
the renown of a trade name, was 
name to 
effective 


to change its corporate 
Hamilton Cosco, Inc 
January 1 

The 
rived 
name 


name “Cosco” is de- 
original company 
Specialty Co 

firm, which 


trade 
from the 
Columbus 
adopted when the 
manufactured small housewares 
items, was formed in 1935. The 
change to Hamilton Manufacturing 
Corp. occurred on January 1, 1946 
when the firm changed from a 
partnership to a corporation 

A steady parade of new 
ucts has been added to the line and 
“Cosco” has grown in 
The company’s board 
of directors believes that the new 
will do honor to the name of 
and recognize the 
factor of a nationally 


name 


prod- 


the name 
recognition 


name 
Hamilton 
impact 
known 


sales 


trade 








GRAB HOOKS 


Available 
for Chain 


wee 








FORGED OF c- Screagth STEEL 


Tractor, Plow and Harrow Clevises — Hay Hooks 
Shackle Chain Hooks — Hitch and Clevis Pins 


yo 


ONG 
exTRA sTF extra To 


4 TYPES OF BIG ORANGE CLEVISES 


1! Numbers Up to |! 


For Ore Hi-Strength 
ra Your Jobber or Write Us 


MIDLAND INDUSTRIES, Inc. 


* 


Cedar Rapids, Iowa 


" Body with 1'/g" Pin 





SLIP HOOKS 
Available 
for Chain 
Sizes ," 
5/6", %", 7/16, Va" 
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CONVENTION DATES 


IF YOU WANT A 
Alabama, convention and exhibit, Feb. 


GREEN THUMB 16-17, Battle House and Admiral 

Semmes Hotels, Mobile. Secretary, 
Charles Giles, 407 N. 23rd St., Birm- 
FROM COUNTING PROFITS!!! ingham. 





2 St Arkansas, convention and exhibit, Feb. 

<= 15-16, Robinson Auditorium, Little 
Rock. Marion Hotel headquarters. Ex- 
ecutive Secretary, Tom R. Pinckney, 
402 Rector Bldg., Little Rock. 


Carolinas, convention and exhibit, 
Feb. 24-26, Radio Center, Charlotte, 
N. C. Hotel Charlotte headquarters. 
Secretary, Martin F. Kaelke, P. O. Box 
6215, Charlotte 7, N. C. 


Fiorida-Georgia, convention and ex- 
hibit, Mar. 22-24, Robert Meyer Hotel, 
Jacksonville, Fla. Executive Manager, 
W. W. Howell, P. O. Drawer 1000, 
Waycross, Ga. 


Ces SSS 


Okiahome, convention and exhibit, 
Feb. 22-24, State Fair Grounds, Okla- 
homa City. Oklahoma Biltmore Hotel 


FEATURE headquarters. Executive Vice-Presi- 


dent, William B. Ruxlow, Association 
THE Bldg., 607 N. Dewey Ave., Oklahoma 


City. 
E-ZONTRUNK|  _. | 

ennessee, convention and exhibit, 
LID HOLDER | Neswvine “Secreay. Chane GC. 


Brown, P. O. Box 784, Nashville. 
WITH GARDEN SUPPLIES 





Kentucky, convention and exhibit, Feb. 
} 15-17, Kentucky Hotel, Louisville. 
Hottest 99c item ever. Your Secretary, Edward H. Keiley, 501 Re- 
customer with overloaded trunk | Public Bidg., Louisville 2. 

needn't fuss and fume with rope Mississippi, convention and exhibit, 
or wire. He simply attaches small Feb. 22-23, Heidelberg Hotel, Jackson. 
S hook to one of the die cut holes Secretary, David O. Mansfield, P. O. 
on underside of trunk lid and large Box 2606, Jochen. 














. hook under lower lip of bumper. Southern Wholesale Hardware Associ- 
Galvanized spring keeps lid under ation and American Hardware Manu- : b 
tension—saves hinges. Sturdy facturers Association—Joint conven- Here is the toughest, longest 
dealin ta ened 3 lated. Wh tion, Palm Beach, Fla., April 12-16. lasting, best buy starter cord for 
S GISCHFS SIME HrateS. en Headquarters, Biltmore Hotel. Ralph small gasoline engines, lawn 
customers lose or lend them— E. Kirby, 806 Peachtree St., N. E., mowers, pumps and outboards. 
they just buy another, sales will Atlanta, Ga., Managing Director, King Cotton 100% Nylon 
. SWHA. A. L. Faubel, 342 Madison : d 
ass 2,000,000 in 1959. : ee Starter Cord resists wear an 
4 po goed York, 17, N. Y., Secretary, abrasion and it’s unaffected by 
Ideal for H li ’ mold, mildew, oil, gasoline, 
rf Faulting grease or water. 
@ POWER LAWN MOWERS Sta dnoaad teat —— — 4 starter cords on a colorful 
@ PEAT MOSS, MULCH, ETC. Secretary-Manager, R. B. Allen, 1408 ete katie gettemaned dis- 
@ ALL GARDEN SUPPLIES Fourth Ave., Canyon, Tex. = 5 a elie dag Stra 
all display or separ r bi 
@ 1001 OTHER BULKY ITEMS di 
Virginie, convention and exhibit, Feb. display. 
: 8-10, Hotel Roanoke, Roanoke. Sec- Ask your jobber for details. 
Order several Salesmaker Display setery, Geenme T. seeniee Je. 
Cards of one dozen from your Scottsville. = 
jobber today. Only $7.20 dz. yy; . 
West Virginia, convention and exhibit Kin Co OM CORDAGE 
ALLIED INDUSTRIES Feb. 22-24, Daniel Boone Hotel, 
, : Charleston. Managing Director, James 
515 W. 6th Winona, Minn. | Cc Fielding, 1628 McClung St. JOHN H. GRAHAM & CO. INC. 
Charleston 1. 105 DUANE STREET, NEW YORK 8, NW. ¥ 
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NEW PRODUCTS 


“Arrow Point" Shovels 


The Wood Shovel & Tool Co., Pi- 
qua, Ohio, describes the arrow point 
shovel as especially good for use in 
hard rock and other abrasive mate- 
rial. The blade pattern outwears and 
outlasts the conventional round point 
design by a wide margin, the com- 
pany states. 


The extended arrow point causes 
the blade edge ultimately to wear 
round where the conventional round 
point wears concave across the cut- 
ting edge and has to be discarded. 
The arrow point feature is available 
on moly alloy and on high carbon 
steel heat treated blades. For more 
information— 

Write in No. 855 on card, Pg. 101 


Mower Demonstrator Deal 


Heineke and Co., Springfield, IIl., 
offers Excello power mower dealers 
a special demonstrator deal featuring 
the model 2209, 22” aluminum alloy 
deck rotary. The model is equipped 
with quick cutting height adjustment, 
and “Excello-matic”  start-run-stop 
fingertip control. With the initial 
purchase of six or more mowers of 


any assortment, a dealer is entitled to 
purchase a model 2209 at a special 
low price. 

The Excello line has been com- 
pletely redesigned for 1959 and in- 
cludes several promotionally priced 
steel deck rotaries. A supply of in- 
formative envelope folders on lawn 
care is available for dealer mailings. 
An order blank is sent to the dealers 
for use in ordering these free folders, 
as well as newspaper mats, radio 
spots, television spots, window ban- 
ners, and window decals. For more 
information - 

Write in No. 856 on card, Pg. 101 


Plastic Hose 


A mirror finish plastic garden hose 
featuring a new LPA booster ingre- 
dient is introduced by Gering Prod- 


SOUTHERN HARDWARE for FEBRUARY, 1959 


For more information on these new products 
use the return free post card on page 101 


ucts, Inc., Kenilworth, N. J The 
company states that LPA stands for 
long life, performance, and appear 
ance, and is provided through a new 
manufacturing process 

The hose is said to be more flexi 
ble and to resist sun and exposure 
damage 

The LPA process will be featured 
on all new Gering mirror finish gar- 
den hose and sprinklers, including 
the exclusive Spray Guide white 
stripe which shows clearly when the 
right side of the sprinkler is up 

The hose is available in 25 to 75 
foot lengths. For more information— 

Write in No. 857 on card, Pg. 101 


Rod Rest 


The Rod Rest made available by 
Dayton Bait Co., 2701 S. Dixie Drive, 
Dayton 9, Ohio, is introduced as a 
“third hand.” Designed for use un 
der any conditions, the Rod Rest 


protects the rod and reel from haz- 
ards and entanglements while the 
fisherman has both hands free for 
changing the lure or bait, lighting a 
cigarette, rowing a boat, carrying 
other equipment, et Price is $1.00. 
For more information 
Write in No. 858 on card, Pg. 101 
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Pipe Fittings Package tions that fit into the main eontainer. are additional features. It is equip- 


Each section of the insert is marked ped with 100 yds. six lb. monofila- 
A handy and colorful carrying to identify the individual hipe fit- ment line; weight is 6% oz. 
tray-package with 50 assorted %” tings. The Superex weighs nine oz., and 
or %4” pipe fittings was introduced A red and yellow scotch piaid de features “quick take-apart’” which 
recently by Union Malleable Manu- sign emphasizes the economy of enables an angler to carry an extra 
facturing Co., Ashland. Ohio. “Thrifty Fifty Pak.” The company’s spool and switch lines with little in- 
trade mark in black, yellow, and red convenience. The Superex holds 32 
printing appears prominently. yds. of C line and retrieves 24 yds. 


The tray, available with ; galvanized 
fittings or Union Malleable’s exclu 
sive U-Cote fittings, makes an im- 
pressive point-of-sale merchandising 
aid. For more information- 

Write in No. 859 on card, Pg. 101 


Pflueger Reels 


An enclosed spinning reel, the No 
85 Pflueger Mars, and an automatic 
fly reel, the No. 755 Pflueger Superex, 
is introduced by The Enterprise Man 
ufacturing Co., 110 N. Union St., Ak 
ron 9, Ohio 

The Pflueger Mars, shown, features 
instant line control; the drag is en 

















Called the “Thrifty Fifty Pak,” the gaged when the push-button plunger 
tote tray enables plumbers to keep a is pressed as the lure hits the water 
complete assortment of popular pipe The Mars’ housing is made of per spring wind, has a free stripping 
fittings on the job. The tray is easy cast alumnium, finished with satin clutch, anodized aluminum housing 
to carry because of a die-cut hand- chrome; has anodized aluminum cone and cap with other exposed parts 
hole and side plates. Stainless steel pick- stainless steel and nylon The reel 
The bin-type corrugated tray, made up pin and pin carrier are flame has machined brass gears and a stain- 
by Stone Container Corp., Mansfield coated for wear resistance. Adjust- less steel pinion. Release lever, or 
(Ohio) Division, contains no staples able drag with nylon brake shoe, trigger, folds against the reel for 
that might cut or scratch the plumber built-in anti-reverse, 3 to 1 gear ra storage. For more information— 
The four-piece tray has two parti- tio, metal gears and oilite bearings Write in No. 860 on card, Pg. 101 
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DEALERS PROFIT 
CUSTOMERS ARE SATISFIED} 


wih ADAMS 


Uniform thickness and exclusive 
waterproofing prevents leakage and 
waste . . . keeps your customers 
asking for more. Special attention 
= odd size cup orders. Backed 
»y advertising throughout the South 
and Southwest. 





ALL METAL 
CONSTRUCTION 















weight and feel of a real .45 
powerful « accurate + guaranteed 
Gift boxed mplete 
with BB's, Darts 

Pe 
















ets and 







You can also profit from 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 
0 F. ADAMS, Inc. eeu ee 
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¥ in tins of 500 & 7 








Fireball Dart Games 


other Marksman Products include . 
, ite 3 Y-8 Slingshot and Darts 


















< SPRAYERS 


Complete line of sprayers and dusters 
First choice for Quality since 1888 
Many styles and sizes 

Inexpensive. All are 

fast sellers 


SEND FOR 
CATALOG! 


We are the 

Originators of 

sprayers. Every 

SMITH product is 

superior in workmanship, 

design and performance 

There is a model for every 
spraying need. 


D. B. SMITH & CO. 


428 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 

1265 Stantey St., Montreal 2, Canada 


TWO VERSATILE and 
ECONOMICAL MIRACLE 
PAINT MIXERS 


STANDARD 
MODEL 
MST-1 


$1093 


f.o.b. St. Paul 








This low-priced, high quality paint mixer 
will accept from 4 pint to 1-gallon or 2- 
one quart containers. Equipped with % 


MMH-2 


$12950 


f.o.b. St. Paul 


Capacity from %4 pint to 2-one gallon con- 
tainers or 4-one quart cans. Vibration- 
Issa... absolutely no bolting down! 


Write for Free Complete Catalog 


MIRACLE PAINT REJUVENATOR CO. 











D-Handle Shovel Grip 


D-handl« 


loosen or 


The newly designed 
shovel’ grip which won't 
turn in the user’s hand, and won't 
split, is introduced by The Wood 
Shovel & Tool Co., Piqua, Ohio 
Where conventional grips are held in 


D 


place by rivets, this grip is grooved 
along both sides to receive a half 
round steel retainer strip which fits 
flush in the grooves and locks in 
steel caps at either end 

The outer surface of the grip 
wider and flatter than usual to fit 
more comfortably in the hand. For 
more information— 

Write in No. 861 on card, Pg. 101 


Marine Hardware 


Presto Lock Co., Garfield, N. J., is 
introducing a new and complete line 
of marine hardware which offers 14 
different items. Included are boat 
cleats, bow handles, step plates (with 
black or white rubber step pad), stern 
handle bow chocks, bow eye and 
mooring bit. The made of 
finest quality cast bronze in triple 
chrome plate to resist the effects of 
sea water, according to the companys 

Each item is individually packaged 
together with screws in exclusive 
transparent Presto Pac. The complete 
assortment is shown on a colorful 
free self-service display unit. For 
more information 

Write in No. 862 on card, Pg. 101 


items are 





ARCTIC BOY 


portable water coolers 


COLD WATER 
is a HOT item! 


If it’s not cold, it’s not drinking 
water! That's your big selling point in 
ARCTIC BOY portable water coolers 
... they keep water refreshingly cold 
and sparkling clear. Here’s why: 


Inset of HOT DIPPED galvanized or 
stainless steel 

Sparkleen plastic liner is non-toxic, 
prevents corrosion 

Large opening —easy to ice and clean 
Extra large insulation space 

Popular 2, 3, 5, 10 and 15 gallon 
sizes 


Send for free booklet “Care and Use 
of Your Cooler.”” Write Dept. H-32 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 
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Air Mattresses Aluminum Trellis Rotary Power Mowers 


Air Mattress, “Flower-Fabric,” a loosely woven Of 18” cutting capacity, the Avalon 
manufactured by Hodgman Rubber panel of heat-reflective, permanently rotary power mower is introduced 
Co., Framingham, Mass., features a rust-proof aluminum trellis packaged by the Pennsylvania Lawn Mower 
modern plaid surface with light for display, self-service, and easy Division, American Chain & Cable 
carry-home is offered by Wighols Co., Inc., Exeter, Pa. 
Wire & Aluminum Co., Davenport, 
lowa 

Showing the product in use, the 
red, white and blue flower fabric 
package is windowed to reveal a 
four-color photo of the trellis covered 
with roses in the background of a 


The new Paklite® 


paulo scene 
The trellis is now available in three 
widths: 12” for graceful columns pro- 
viding a New Orleans column effect 
for less than $3.00; 24” for regular 
trellis installations; and 36” for pri 
vacy shields or larger climbers. All 
titions are a full 14%” to provide are eight feet in length and =e 
: a packed complete with hardware. Fo 
generous inflated height. : 7 
Strong, durable sheeting is used in = re information 
the construction of the Paklite, Write in No. 864 on card, Pg. 101 
coated on the inner surface with two 
layers of rubber to make it 100 per- 
cent airtight. The entire mattress is 
hand made throughout and _ vul- 
canized after making. Other Paklite } ‘ ; The mower is equipped with a 2- 
features include lock-type metal air : ~ hp, 4-cycle Briggs & Stratton engine 
ralve and pinked mattress edges. : with a rewind starter. It has inset 
New plaid surfaced Paklite Air ; wheels and is color-styled in white, 
Mattresses are available in models ; . beige, orange, and black. The hous- 
No. 448, inflated size 25” x 72”; No. : ing, of reinforced, lightweight, cast 
449, inflated size 30” x 75” and No. aluminum alloy, extends down below 
450—Paklite Station Wagon Mat- the blade level. A right angle chute 
tress, inflated size 48” x 72”, which ms ejects objects and grass away from 
consists of two No. 448 mattresses the operator. Tires are of semi-pneu- 
each provided with snaps for fasten- . matic rubber with a straight ribbed 
ing together to make one bed. The Ps x tread. The mower’s throttle is op- 
Hodgman Paklite No. 450 is packed \ > erated by cable control which is lo- 
as one unit and weighs 10 lbs. For . ! cated on the handle. Net weight is 
more information— 55 Ibs. For more information— 
Write in No. 863 on card, Pg. 101 Write in No. 865 on card, Pg. 101 


brown on other side. Its I-Beam par 





stock the full line of 
N Eppinger’s Genuine 
increase your profits 4 to 1. 


over 50 years of fisherman lL; 
er — and confidence. Gas ieceus ; | ke r 
LOU J. EPPINGER MFG. co. Prececer of aym 


1757 Puritan Ave., Dept. SH.2 Detroit 3, Michigan Brass Padlocks new ak: 


REPRESENTATIVES throughout the U. S. / In Canada: A. C. Beacham Ltd. Toronto 


LANCASTER, PA. 








ALWAYS SELL GENUINE Ox... 


“MOLLY (2 


- Write tor Free ~ j YO) 6m CORP 


Literature SCREW ANCHORS and JACK NUTS ™ Reading, Pa. 
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Kitchen Brush Special 


Ox Fibre Brush Co., Frederick, Md., 
announces that it is combining three 
of its fastest selling kitchen brushes 
into a single promotion package for 
its 75th anniversary special and for 
Hardware Week. 


73 SPECIAL 


3 KITCHEN COUSINS 98 


Packaged in a_ see-through bag, 
ready for hang-up display, the Spe- 
cial contains a “Topper” Pastry 
Brush, Dish Mop, and Speedy-Clean 
Pan Brush and is featured as “3 
Kitchen Cousins for 98¢.” Regular re- 
tail price if brushes were purchased 


separately is $1.27. 





just say 


Sandvik! 


STEEL INC. 
Saw & Too! Division 


1702 Nevins Road, Fair Lawn, N. J. 





All three brushes in the package 
have solid plastic handles, available 


in pink or yellow. For more intor- 


mation— 
Write in No. 866 on card, Pg. 101 


Channellock Pliers 


Champion DeArment Tool Co., 
Meadville, Pa., has developed a 
tongue-and-groove joint plier for 
heavy duty work. Called the Chan 
nellock No. 430 Big Champ, the plier 


has a full 2” jaw capacity, yet is easy 


to handle because of its compact de- 
sign. Five patented interlocking 
channels provide tremendous grip- 
ping power and, at the same time, 
prevent any slippage regardless of 
pressure applied, the company points 
out 

To promote over-the-counter sales, 
the Big Champ is packaged in a col 
orful display carton 

Price and catalog information is 
available. For more information— 

Write in No. 867 on card, Pg. 101 


Utility Bit 
The No. 20 Utility Bit offered by 
Greenlee Tool Co., Rockford, Ill., fea 
tures deep-milled screw points for 
nonslip feed, precision-machined cut 
ting edges, highest quality bit steel 
hardened throughout, and genuine 
solid-center construction 


The bits are accurately sized, fully 
guaranteed. Resale prices begin at 
75 cents. Sizes range from 4” - 1” 

The five-piece Set No. 20R-1, 
shown, includes the 4", %%”, %”, 
54”, and 34” sizes for retail price of 
$4.30. Thirteen-piece set from ™%” 
through 1” is $12.30. Illustrated lit- 
erature and complete prices are 
available. For more information— 

Write in No. 868 on card, Pg. 101 





Ta patco 


Cererteete wt fe OFF 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Ta patco 


Gr s'eete ws faF OFF 


TRACTOR SEAT CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 








Sell More 


Expansive Bits 
with this 
VISUAL 
PACKAGE 


open 
counter 
display 


This ONE Bit 
Bores ANY 
HOLE SIZE 
from 7s" to 3” 


onn.Valley likewise furnishes an Expansive 
Bit cutting holes as small as also extra 
utters boring up to 5”. Other Conn. Valley 
Expansive Bits made with machine shanks for 
power drills. Consult your jobber's catalog 
for order numbers 


tHe CONNECTICUT VALLEY mes. co. 
CENTERBROOK 11, CONNECTICUT 
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Insulated Products 


Development of three completely 
new lines of insulated jugs and ice 
chests is announced by Hamilton- 
SKOTCH Corp., Hamilton, Ohio. The 
lines are the “Trail-blazer,”’ “Sky- 
lander,” and “Cold-Flyte 






Hela gs 
~ 





The Trail-blazer line, shown, in- 
cludes eight jug models and seven 
chest models, and has been styled in 
gunstock brown and palomino tan 

The Skylander styling incorporates 
two contrasting tones of nautical blue, 
and the Cold-Flyte jugs and chests 
are designed in white, charcoal grey, 
and red color combination. Eight jug 
and seven chest models are featured 
in the Skylander line, while the Cold- 
Flyte has six jug and seven chest 
models. 

The Trail-blazer and Skylander 
lines have one gallon jugs with new 





“cup-high” faucets and two gailon 
models, all with porcelain enamel 
liners The Trail-blazer also fea- 
tures two models in a fivé-quart 
sportsman’s size. Cold-Flyte jugs are 
available in one gallon sizes, 

Insulated chests in the three lines 
feature bottle openers built into the 
plates on both ends of the 
chests Chest bottoms and tops are 
drawn and seamless. The chests are 
said to hold ice for 72 hours or more 
For more information-— 


Write in No. 869 on card, Pg. 101 


handle 


Protective Coating 


“Crystal Spray,” an X-I-M product 
manufactured by the H. Forsberg 
Co., Cleveland 14, Ohio, is described 


as a water clear protective coating 
that will not amber with time, is not 
a lacquer and can be used for pro- 
tecting aluminum, brass, 
wood, lettered signs, chrome fittings, 
etc 

The coating is packaged in 16 oz. 
spray cans, pints, quarts, and gallon 
containers 

Other X-I-M products include the 


plastic, 





For information on 
CATALOGS & BULLETINS 
See Page 70 














“Spray Bonder” primer and sealer 
and the E-Z Glide Spray-Lube. The 
Spray Bonder can be sprayed on 
wood, metal, plastic, plaster, etc., and 
the user can follow immediately with 
spray enamel—the necessity of wait 
ing for a primer to dry before apply 
ing spray enamel is said to be elimi 
nated. The E-Z-Glide is a multi 
purpose product that lubricates, pre 
serves, and waterproofs. It is pack 
aged in a display shipper—six oz 
and 16 oz. sizes—with supporting 
counter displays, pamphlets, etc. 

For more information— 

Write in No. 870 on card, Pg. 101 
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All hands reach for Red Devil 


PUTTY KNIVES and WALL SCRAPERS 


All your customers are sold on Red Devil, because they get their choice of top-quality tools. Red Devil 
makes more types and sizes—than anybody (108)—every “feel,” every price. You sell everybody 
painters, plasterers, do-it-yourselfers—even housewives! 
Nobody misses eye-catching Red Devil packaging. You get your choice of counter displays 
vacuum-pack-cards, convertible merchandisers—all colorful, space-saving, and fast-moving! 

Full 40% Red Devil discount gives you real, solid profit protection. And, you get 

the full benefit of hard-hitting Red Devil national advertising. Start cashing in 

call your Red Devil jobber, today! 


Red Devil Took. non. new sersey, u.s.a. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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* ae 
MAKES HUNDREDS OF JOB‘ EASIER and faster. Your customers will use Dragon- 
Skin on holder or as plain sheets—in the hand or wrapped around scrap wood 
to make special tools. Cuts easily with scissors. 


DRAGON-SKIN PRINCIPLE: CUTTERS 
NOT GRITS. Steel sheet is punched 
to form thousands of cutters that 
carve away work—smoothly, evenly, 
quickly. There’s no gouging. Balanced cutting action means /ess scratching than 
similar-grade abrasive paper. No clogging—one slap clears away chips and dust. 


EYE-CATCHING DISPLAY BOX is colorful, 
compact, offers Dragon-Skin complete 
with holder and in individually-packaged 


« +. a sheets. Get fast extra sales by putting the 
= individually-wrapped units in your win- 
e dow or bins. Perfect for peg-board or 


counter, too. 


New Steel Sandpaper Sells on Sight 


..- Outsells All Predictions 


“I move a display box in 4 or 5 days . . . have to order 6 or 7 cartons 
a week,” says one West Coast dealer. “Re-ordered 4 times in about 2 months,” 
says another. And a Midwestern retailer reports: “Dragon-Skin is one of the 
best turnover items I’ve ever stocked ... it all but leaps off my counter!” 


Why? Because Dragon-Skin is an “all appeal” item. It’s an easier, faster yew sanper size eI om 
way to sand, rasp, shape and smooth hard and soft woods, plastics, soft pre-cut 324” x 9” with edges crimped to 
metals. It zips off old paint. It won’t clog like sandpaper. And, it’s priced fit oscillating sanders. Sheets snap right 
for fast “pick-up” buying . .. 75¢ complete with holder, 25¢ for single sheets. i" Place. Your jobber also has new Full- 


) ‘ Size 9” x 11” sheets for extra sales! 
Pictures on this page show why handy, 
versatile Dragon-Skin can set your 5 WAYS TO CASH IN ON DRAGON-SKIN 
Your 


cash register ringing, too. Check your Yow Seles —— 

stock—and call your Red Devil jobber, Cost Price Profit 

today! 1315 A21 Counter Merchandiser—'2 doz. Red Devil $3.60 $6.00 $2.40 40% 
9-S Holders each with 414x5 sheet of Dragon- 

Skin plus 4 doz. individually boxed sheets 

> , oue’s as Dragon-Skin—No. DS-1. Weight: 3 Ibs., 8 oz. 

Petter | =POSt - No. 9§ — Display box of 1 dozen Red Devil 

9-S holders each with 1 sheet Dragon-Skin. 

Weight: 5 Ibs., 13 oz. 

DS! — Display box of 1 dozen individually 

boxed sheets Dragon-Skin — No. DS-l. 

Weight: 1 Ib., 6 oz. 

DS7—full size (9” x 11”) individually $. 

packaged sheets 1 dozen in display box. 

DS4 — ';-sheet size for oscillating sanders in- $ . 

MORE THAN 13 MILLION PEOPLE see Dragon- dividually packaged, 1 dozen in display box. 

Skin advertised in Saturday Evening Post, SS. eT 


Better Homes & Gardens, Popular Science, e 
Popular Mechanics, Mechanix Illustrated. Food Devil T. 
News mats and other hard-hitting tie-in pro- 


motion materials are available from Red 
Devil. Write today! UNION, N.J., U.S.A. 











World’s largest manufacturer of painters’ and glaziers’ tools—Since 1872. 
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